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1951 Inland Marine 
Premiums Continue 
To Reveal Increases 


Companies Report Gains Ranging 
From 4% to 14% for the First 
Half of the Current Year 


LOSSES, TOO, ARE EXPANDING 


Total Stock Company Net Inland 
Premiums for This Year May | 
Reach Record $235,000,000 


Inland marine premiums written upon 
a nationwide basis by stock insurance 
companies continued to increase during 
the first half of this year. Carriers re- 
port gains generally ranging from about 
4% to 14% above the figures for the 
same period of 1950. On the other hand 
a few companies state that. their net 
income will be lower than for the-cor- 
responding six months of last year, due 
to special situations where they are re- 
vising their underwriting practices. 

If an average increase of about 7% 
should be maintained during the re- 
mainder of 1951 then net inland marine 
premiums of stock insurers for this year 
should reach another high record of 
approximately $235,000,000. 

Gross Premiums 


This figure would compare with ac- 
tual stock company net inland marine 
premiums of between $215,000,000 and 
$220,000,000 written in 1950. Gross pre- 
miums for last year, not vet officially 
reported, should be in neighborhood of 
260,000,000. The difference between the 
gTOss figure and the stock company net 
is accounted for in some measure by 
mutual company writings, but for the 
most part by reinsurance placed abroad. 
Gross premiums for 1951 are likely to 
come close to $280,000,000, assuming con- 
ditions in the second half of this year 
do not change radically from the busi- 
ness pace set in the six months just 
closed. 

In 1948 total net inland marine in- 
come was around $186,000,000 and gross 
premiums $230,000,000. In 1947 net in- 
come was $172,000,000 and in 1946 it was 
$146,000,000._ During the war years the 
net income increased from $63,000,000 in 
1941 to $114,000,000 in 1945. Thereafter 
expansion was at a more rapid rate un- 
til this past year, 1950. 

For more than a decade inland marine 
premiums have increased annually with- 
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Day After Tomorrow 


For years the life insurance business has accented the fact 
that by saving part of his income today through life insurance 
a man can make safe his family’s tomorrow. We are insured today 
so that our children will be educated tomorrow. Through life 
insurance today we are protecting tomorrow’s home. Through 
life insurance today we are assuring tomorrow’s retirement. 


But in crediting our business with tomorrow's security we 
could also claim *hat life insurance helps take care of the day 


after tomorrow. 
If this generation makes secure the next generation then that 


next generation would be on a far better footing and therefore 
better able to take care of its own problems and the problems of 


its own future. 


What we distribute is today’s peace of mind with the promise 
that that peace of mind will extend into tomorrow. We are also 
offering the fair chance that the insurance will be helping even the 


day after tomorrow. 
eat 


THE PENN MUTUAL LIFE INSURANCE CO. 


MALCOLM ADAM 
President 


INDEPENDENCE SQUARE, PHILADELPHIA 








$5.00 a Year; 25c. per Copy 





Federal Life Has 
Field Meetings In 
Atlantic City, N.J. 


Company’s Insurance in Force 
Reached Approximately $141,- 
000,000 on July 1 


JUNE WAS LARGEST MONTH 


President Cavanaugh Tells of Life 
Insurance Stature; Johnson and 
Hodgkins Among Speakers 


By Wa tace L. Criapp 


Atlantic City — Leading producers of 
Federal Life of Chicago who qualified 
for the 32nd annual meeting of the Inner 
Circle and Federal Life Club are meet- 
ing at Chalfonte - Haddon Hall this week 
in an atmosphere of optimism and have 
heard a number of outstanding ad- 
dresses. At same time, the company’s 
Managers Association held afternoon 
sessions under chairmanship of R. B. 
Oshier, San Francisco, retiring presi- 
dent of that important group. More than 
100 agents, managers and wives are in 
attendance. 

President Cavanaugh’s Address 

Keynoter of the convention was L. D. 
Cavanaugh, Federal Life’s president, 
who extended the welcome in absence of 
Isaac Miller Hamilton, veteran board 
chairman who sent personal regrets. 
Leaders of the three groups represented 
here were designated as a committee 
of three to send a message to Mr. Ham- 
ilton expressing regret at his absence. 

President Cavanaugh was in an ap- 
preciative mood over the outstanding 
results of the June production drive 
conducted in honor of his birthday 
and which produced the largest amount 


of life insurance in a single month in 
the company’s history. A_ substantial 
incr’ ‘n accident and health premiums 
was also shown. The company’s business 
is running considerably ahead for the 
first six months of the corresponding 
period of 1950. On June 30 insurance 
in force was approximately $141,000,000, 
a gain of about $5,000,000 compared with 
a year ago. President Cavan augh an- 
ticipated that the 1951 gain in insur- 
ance in force will be $10,000,000. He 
mentioned in particular the performance 
of Ben Schwartz, Chicago, Inner Cir- 
cle president, who produced $250,000 in 
June and was 1950 leader of Federal. 
Company’s Position 

Mr. Cavanaugh said that on Decem- 
ber 31 last, Federal’s assets were $31,- 
332,000; surplus, $3,066,000. Surplus in- 
creased $44,000 after paying out dur- 
ing 1950 $150,360 for stock retired un- 
der the company’s mutualization plan 
and $32,893 in interest on the stock still 
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of WOMEN 


in Earl S’s life 


but his wife’s not 
the least bit jealous 


He claims he’s no ladies’ man... But the many women in Ear] S’s 
life would put a “great lover” of the screen to shame! 
And his loyal little wife thinks it’s just swell! She’s actually 
proud of the women in his life... 
HIS FAVORITE BLONDE: — six year old Mary Jean Grey, whose 
future is secure because of Earl’s advice to her late father, two 
years ago. 
HIS FAVORITE BRUNETTE: —Joan Mitchell, who’s attending col- 
lege on an Equitable Education policy. 
AND HIS FAVORITE SILVER-HAIRED BELLE:— Mrs. Bloxham, who 6, 
will never have to appeal to charity, because of Earl’s efforts iy Mee 
in her behalf. HANS tig 
The women in Earl’s life are the wives or daughters of far- T H E EQ Ul TA BE L & 


sighted men who recognized the value of Earl’s advice...who 





knew they could trust him to put their interests first. And this LIFE ASSURANCE 

same confidence in him as a representative of The Equitable S re) Cc i E TY 

Life Assurance Society has spread through his community to oe 

make Earl one of its most respected citizens. OF THE UNITED STATES 
One of a series of advertisements illustrating how a THOMAS |. PARKINSON, President 
representative of The Equitable Life Assurance Society ; ‘ 
serves his community by selling life insurance. 393 Seventh Avenue, NewYork I, N.Y. 


LISTEN TO “THIS IS YOUR FBI”... official crime-prevention broadcasts from the files of the Federal Bureau of Investigation... another public-service 
contribution sponsored in his community by the Equitable Society Representative. EVERY FRIDAY NIGHT, ABC NETWORK 
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Agent’s Status Under Social Security Act 


Government Has Not Yet Clarified Renewal Commissions Situation; General 


Objectives Which Washington Authorities Have Been 


to Approve as Means of Solving This Problem 


The following article consists of extracts of an address on Social 
Security delivered before Aetna Life Regionnaires convention .at Lake 


George by Daniel P. Cavanaugh, associate counsel of the company. 


In the 


address he outlined the Aetna Life’s proposals for solution of the renewal 
commissions problem under the Social Security Act. 


Because the-new Social Security Act 
does not take into account the unique 
nature of renewal commissions, we have 
been negotiating with the Government 
in Washington trying to get the right 
answers to the various aspects of this 
problem in order to clarify your status 
under the act. 

Unfortunately, final decisions have not 
yet been announced by Washington so 
that the best I. can do at the present 
time is to give you a report on what 
we have been trying to accomplish. 


Three General Objectives 


We have three general objectives 
which we have asked Washington to 
approve as a means of solving the re- 
newal commissions problem. 

In the first place, while an individual 
is classified as our full-time life insur- 
ance salesman, we do not want to be 
required to make any distinction be- 
tween first-year commissions and re- 
newal commissions, or between commis- 
sions on policies written prior to 1951 
and thereafter. In short, we want to 
lump together all of his commissions 
on Aetna Life Insurance Co. business, 


both new and renewal, received while 
he is our full-time insurance salesman, 
and to consider that this total consti- 


tutes his so-called “wages” on which 
we and he will share the Social Security 
tax. 

Next, we want to be relieved of any 
obligation for payment of Social Se- 
curity taxes on commissions becoming 
due an individual or his estate after 
he has ceased to be our full-time life 
insurance salesman. 

Finally, we want to establish that the 
mere receipt of renewal commissions by 
an individual after age 65, regardless 
of the amount of his renewals, will not 
bar him from collecting his Social Se- 
curity benefits. 


Nature of Renewal Commissions 


Before we went to Washington, sev- 
eral rulings had been issued by the 
Treasury Department adopting the con- 
cept that renewal commissions are al- 
ways paid solely on account of the sale 
of policies, and it is vital to our case 
that we overcome the effect of these 
rulings, at least in so far as our con- 
tracts and practices are concerned. 


We have, of course, show n the neces- 
sity of servicing policies. It is not diffi- 
cult to demonstrate, as all of you men 
know, that oftentimes more effort is 
required to conserve business than to 
put it on the books in the first place. In 
any event, whether or not an agent has 
actually serviced the business he has 
written, we can say that renewal com- 
missions are paid to him in ‘the expecta- 
tion that he will service the business, 
and to encourage him to do so. 

Our argument on this point, I am 
sorry to relate, would have been more 
effective with the men in the Treasury 
Department if the agents who insured 
these men had given them better serv- 
ice. 

The fact is that neither the idea that 


renewals are paid for services in selling 
a policy, nor the idea that renewals are 
paid for services that may be required 
at the time renewal commissions are 
paid, is completely logical and realistic 
when applied on an over-all basis to all 
of an agent’s business. But, since it is 
necessary, under the Social Security 
Act, to adopt one or the other of these 
concepts, we have concluded that the 
concept which works most equitably 
from the standpoint of everyone con- 
cerned—the agents, the company, and 
the Government—is that renewal com- 
missions are paid in contemplation of 
services which the agent may be called 
upon to perform in the conservation of 
the business. 


This means that the tax status of 
each renewal commission will depend 
upon the relationship between the com- 
pany and the agent at the time the re- 
newal commission becomes due rather 
than upon their relationship at the 
time the policy was issued. 


Similar Treatment Recommended for 


Self-Employed and Full-Time Agents 


In fact that is the way renewal com- 
missions will be treated under the Act 
when paid to so-called self-employed 
agents. Let me illustrate: 

When the self-employed agent files 
his income tax return for the year 1951 
and indicates thereon his. net income 
from self-employment on which he is 
to pay his Social Security tax, there is 
no reason to suppose that he will be 
expected, or even allowed, to make any 
distinction between first-vear and re- 
newal commissions received in 1951, or 
between commissions on policies writ- 
ten in 1951 and on policies written in 
prior years. He will lump together his 
entire commission income for 1951, and 
this will constitute his 1951 income from 
self-employment for purposes of the 
Social Security tax. 

We, therefore, maintain that similar 
treatment should be accorded to our 
full-time life insurance salesmen. To be 
able to do this is of the utmost impor- 
tance to the company as well as to our 
full-time salesmen. In many instances, 
men who have represented our company 
for many years will have been included 
under the Social Security Act as full- 
time insurance salesmen for the first 
time as of January 1 of this year. Still, 
a substantial part of their income from 
the company will consist of renewal 
commissions on old business. To de- 
prive these men of credit on account of 
these renewal commissions, on the 
ground that the renewals are for serv- 
ices performed prior to 1951, would be 
a serious matter, particularly in the 
case of the older men. Of course, if the 
company has to separate commissions 
in respect to policies written before and 
after January 1, 1951, it would be no 
picnic for us either. 

Now let us again 
employed life insurance 
see what is to happen, from a Social 
Security tax standpoint, to his renewal 
commissions if and when he ceases to 


look at the self- 
salesman and 


operate as a self employed salesman. 


Of course, if he has died, I suppose 
it would be conceded that he is no 
longer engaged in business, and there 


would be no Social Security tax appli- 
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cable, because the tax is applicable only 
to income received in a particular tax 
year on account of a business carried 
on by the taxpayer during the tax year. 

But, in all other situations, such as 
when he has become self-employed in 
another business, or has gone to work 
as an employe, there appears to be no 
reason why the renewal commissions 
paid would not constitute self-employ- 
ment income to him for the year in 
which the renewal commissions are 
paid. If he should find it necessary to 
incur expenses in the servicing of his 
policies, he should be allowed an in- 
come tax deduction in respect to such 
expenses on the ground that such ex- 
penses were incurred as an ordinary and 
necessary expense of doing business. So 
long as he is collecting renewal commis- 
sions, probably he would be considered 
as doing business in respect to such re- 
newal commissions. The same _ logic 
which would entitle him to a business 
deduction in respect to any expenses he 
may incur in servicing his business 
should likewise be applicable in giving 
his renewal commissions the status of 
self-employment income for Social Se- 
curity tax purposes, even though he may 
not actually have worked on the busi- 
ness during the year. 

Again, we say that similar treatment 
should be accorded to full-time life in- 
surance salesmen of the company. We 
maintain that, although the company 
should not be required to pay a Social 
Security tax on commissions due an in- 
dividual after he has ceased to be the 
full-time life insurance salesman of the 
company, nevertheless, these commis- 
sions, when received by the individual, 
should be treated as_ self-employment 
income to him. 


Summary of Company’s Tax Proposals 


Summarizing the tax situation, the re- 


sults, if our proposals to Washington 


Asked 


would be as follows: 
Life commissions, 
renewal, 


are approved, 
All Aetna 


first-year and 


both 
ye becoming due 
our life insurance salesmen after Janu- 


ary 1, 1951, will constitute either wages 
or self- employment income. If the indi- 
vidual is our full-time life insurance 
salesman at the time the commissions 
become due, the commissions will be 
taxable to the company and the agent, 
equally, as wages. If he is not our full- 
time life insurance salesman at the time 
commissions become due, they will be 
credited to him as self-employment in- 
come. 

Benefit Rate Not Affected by Tax 

Status of Commission 

So far, I have been discussing only 
the question of tax liability—perhaps a 
matter of minor concern to you. Let us 
now turn to the matter. of your benefit 
status. As you know, the question of 
eligibility for benefits is handled under 
the Act separate and apart from the 
question of liability for taxes. 

The fact that commissions paid an in- 
dividual even after age 65 may consti- 
tute either wages or self-employment 
income for purposes of taxation would 
not necessarily bar him from coilecting 
his old-age Social Security benefit dur- 
ing the period he is collecting the com- 
missions. 

In order to disqualify an 
from receiving his old-age Social’ Se-:; 
curity benefit for any month, two things 
must be established. First, it must, be 
shown that he actually performed serv- 
ices during the month, either as an em- 
ploye or in self-employment. Second, it 
must be shown that, under the Act, he: 
was chargeable for the month with the 
receipt of self-employment income in 
excess of $50, or with the receipt of 
wages in excess of $50. 


Agent Ineligible for Benefits While 
Classified as Full-Time 

It is this matter of showing that he 
did not in fact perform any services 
during the month that is likely to prove 
the principal obstacle in the way of 
collection of Social Security benefits by 
agents who also have a commission in- 
terest. Again, we have very little at 
the present time to guide us, and the 
best I can do is to give you.my guess 
on how it will work out. 

As things stand today, probably it is 
necessary for an individual who _ has 
been classified as a full-time life in- 
surance salesman of the company, to 
terminate’ that relationship when he 
wishes to collect Social Security bene- 
fits, as it would be inconsistent for him 
to assert on the one hand that he is 
principally engaged in selling life in- 
surance for our company (in order. to 
be classified as a full-time life insurance 
salesman) and, on the other hand (in 
order to collect benefits) to assert that 
he is not in fact engaged in selling life 
insurance. 

However, after he has terminated. his 
status. as a full-time insurance salesman, 
he could still hold a contract with the 
company to sell insurance as a_ self- 
employed individual. 

Whether or not he continwes to have 
a contract with the company, I assume 
that his status after terminating his re- 
lationship as a full-time life insurance 
salesman would be the same, for benefit 
purposes, as an individual who has al- 

* .(Continued on Page 
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Connecticut Mutual’s 
Leaders Hold Meeting 


SESSIONS LAST FOUR DAYS 





Estate Planning, Pensions, Inflation and 
Family Protection Among Subjects 
Discussed; the Speakers 





The Leaders’ Round Table of the Con- 
necticut Mutual Life held a four-day 
conference at the Bald Peak Colony 
Club, Melvin Village, N. H., from June 
25 through June 28. Consisting of 65 top 
company producers, the Leaders’ Round 
Table includes those representatives who 
wrote $500,000 or more business during 
the past year. 

In opening the meeting, Vincent B. 
Coffin, senior vice president of the 
company, said, “We are about to dig into 
tremendously technical subjects for four 
days. But we must remember that life 
insurance basically is sold because of 
love and affection. We should never get 
away from this fundamental idea.” 

Henry S. Koster, senior partner of 
Koster & Co., estate planning consul- 
tants, discussed the opportunities and 
problems of estate planning and stressed 
the importance of analyzing an individ- 
ual’s estate before death occurs—a “pre- 
administering of the estate’—in order to 
formulate the estate plan most effec- 
tively. 

Also among the guest speakers was 
Joseph I. Shrebnik, chief estate tax offi- 
cer, New Haven division, Department of 
Internal Revenue. 


Million Dollar Round Table 


The second day was devoted to a 
panel discussion on estate planning by 
six company agents, all members of the 
1951 national Million Dollar Round 
Table. They were Fred Brand, Jr., Pitts- 
burgh; Richard B. Hardy, Toledo; Al- 
fred S. Howes, Albany; Robert U. Red- 
path, Jr., New York; ‘Loren D. Stark, 
Houston; and Russell C. Whitney, Chi- 
cago. : 

E. A. Starr, superintendent of agencies, 
presided over an open forum on employe 
insurance plans on the third day of the 
conference. Pointing out that the pen- 
sion trust is the best solution for firms 
with under 25 employes, Mr. Starr cited 
the reasons why the pension field is bet- 
ter now than ever before: 

(1) Management has become more 
interested. 

(2) Social Security has provided an 
impetus to the adoption of private pen- 
sion plans. 

(3) Congress has provided a tax in- 
centive to qualified companies adopting 
pension plans. 

(4)Desire of management to retain 
and attract personnel. 

(5) Wage and Salary Stabilization 
controls are building a tremendous 
backlog of demand. Now is the time 
to develop these prospects. 

On the final day of the meeting, Ray- 
mond Rodgers, professor of banking, 
Graduate School of Business Administra- 
tion, New York University, spoke on in- 
flation. Some of his comments appear 
on this page. 


George F. B. Smith’s Talk . 


In closing the meeting George F. B. 
Smith, executive vice president, reminded 
the group again of the essential purpose 
of the Leaders’ Round Table. “It is a 
serious business meeting, offered not so 
much as a reward for accomplishment, 
but as recognition of a level of perform- 
ance. These meetings are designed to 
help the agents maintain and improve 
upon that level of performance.” 

Mr. Smith reported on the progress of 
the Connecticut Mutual for the year to 
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Real Danger Will Be in Deflation 


Raymond Rodgers, New York University Professor, Comments 
on Overproduction “After Present Intensive 
Rearmament Program” Ends 


Discussing the subject of inflation in 
an address he delivered before the Lead- 
ers Round Table of Connecticut Mutual 
Life meeting in New Hampshire Ray- 
mond Rodgers, professor of banking, 
Graduate School of Business Administra- 
tion, New York University, said the real 
danger to capital is deflation, not infla- 
tion. 


Warns Against Overproduction 


Professor Rodgers summed up with 
these conclusions: 
“1. Inflation is strictly man-made. 
There are no iron-bound or hide-bound 
economic laws that determine its in- 
tensity. It’s entirely up to us. If we 
want it, we can have it! If we don’t, 
we can largely avoid it. 
“2. Insurance sales organizations have 
made a great contribution in the fight 
against inflation by maintaining the 
truth of the economic verities and 





date, and in all directions the results 
compared favorably with the life insur- 
ance business as a whole. 

In conclusion Mr. Smith commented 
on the technical aspects of the program 
and reminded the group that back of 
every tax sale, every business sale and 
every keyman sale stand the families— 
that the reason businessmen buy busi- 
ness insurance is because it will protect 
someone’s family. The motivating idea 
of family protection has sold billions of 
insurance, and he urged the group to 
keep this thought in mind when making 
highly involved and technical tax estate 
or business insurance presentations. 

Others from the home office in attend- 
ance at the meeting, in addition to 
Messrs. Coffin, Starr and Smith were 
Thomas K. Dodd, vice president, under- 
writing; Paul A. Hoeffer, assistant coun- 
sel; Leslie R. Martin, vice president and 
actuary; Raymond W. Simpkin, agency 
vice president; and Lelia E. Thompson, 
counsel, 


proceeding on the basis that “this too 
shall pass”! As the purchasers of life 
insurance have so strikingly demon- 
strated, there are many things more 
to be feared in the future than infla- 
tion. 

“3. Even the Communists admit that 
the great weakness of competitive cap- 
italism is overproduction—in fact, they 
claim the tendency to overproduce will 
destroy it. Let us, at least, have as 
much faith in our ability to produce 
as the Communists. 

“4. After the present intensive re- 
armament program is ended, the prob- 
lem of disposing of our tremendously 
swollen output will be the most serious 
economic challenge we have ever faced. 
I repeat: Overproduction with its ac- 
companying deflation is the basic dan- 
ger of capitalism—deflation, not in- 
flation! 


Viewpoint of Taxation Increases 


“Increased taxes have been advocated 
as a means of preventing inflation by re- 
ducing civilian demand and avoiding ex- 
pansion of the Government credit. But,” 
said, Professor Rodgers, “it takes more 
than a balanced budget to prevent infla- 
tionary losses to the public.” Taxes rep- 
resent an erosion of value, just as does 
a drop in the value of the dollar. Up to 
a certain point taxes, by siphoning off 
so-called excess purchasing power, tend 
to preserve the purchasing power of each 
dollar, but there is left fewer dollars 

“so it is just about as broad as it is long. 
Moreover, after the critical point is 
passed higher taxes themselves become 
inflationary,” he added. 

In the opinion of the speaker the ex- 
tent of the present inflation is greatly 
exaggerated. Along that line he said in 
part: 

“Price changes of the magnitude of the 
last twelve months disturb relationships 
of long-standing and lead to many false 
conclusions. Thus, everyone complains 
about the present ‘high’ cost of food and 
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is convinced that prices are astronomical, 
whereas food in terms of any fixed unit, 
such as hours of labor, is not high at all. 

“For example, according to the Na- 
tional Industrial Conference Board, in 
1914 it took a wage earner six hours a 
week to feed each member of his family, 
but in 1948 (when prices were just about 
as high as now) with food consumption 
up 20% and quality much better because 
of freezing and modern preservation 
methods, he was able to feed each mem- 
ber with 334 hours of labor per week. 

“Now, let us look at some non-food 
items. In the same fashion, as above, it 
took 140 hours of work of our wage 

earner in 1914 to get a suit, overcoat, 
hat, shirt and pair of socks, whereas in 
1948 it took only 54 hours. 

Likewise, in 1914 our wage earner had 
to labor 96 hours to get an automobile 
tire which lasted for 3,500 miles (with 
frequent repairs), but in 1948 he could 
get a comparable tire for 11 hours of 
work, and it lasted nearer 30,000 miles. 

“Gasoline is another good example; it 
took 42 minutes of labor to get one gal- 
lon in 1914, but in 1948 twelve minutes 
would purchase one gallon which was 
50% better measured by increases in 
useful power of engine, miles per gallon 
under conditions of constant perform- 
ance, acceleration, etc. 

Standard of Living 

“The real measure of economic well- 
being is the standard of living—and it 
has never been higher, measured by any 
physical standard. 

“Ask the people who complain that to- 
day’s prices are so much higher than in 
the ‘good old days’ if they would like to 
return to the wage and salary scales of 
those days. People who would like to 
have a 1951 income, with 1932 price 
tags on what they buy, and with pre- 
1913 tax rates, are out of touch with 
reality. They forget that one man’s in- 
come is another man’s expense—also, 
they forget the social revolution which 
has gripped this country since 1933. 

“This is not to deny that the decline 
in value of the dollar has created real 
problems for those on fixed incomes. As 
everyone knows: those living on pen- 
sions or on life insurance proceeds; 
those depending on accumulated wealth; 
and those with more or less fixed 
incomes such as government employes 
and college professors are really being 
squeezed and, in many cases, actually 
suffering. I can testify to this at first- 
hand. 

“Nonetheless, it gives a totally false im- 
pression to compare the depressed prices 
of the 30’s, when we were suffering the 
greatest depression in our history, with 
the prices which prevail today, at the 
peak of the greatest peacetime boom in 
our history, on top of which we are now 
superimposing a rearmament boom. 
These prices at both ends are extremes, 
and should be recognized as such. The 
thing to remember is that American 
prices have a habit of going down as 
well as up, as a lot of business men have 
been learning the hard way in the last 
three months.” 
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New England Mutual Investment Dep’t Changes 





C. E. Lawrence, Jr. F.C. Kenly, Jr. 


In New England Mutual Life’s recent 
reassignment of investment responsibili- 
ties, Charles E. Lawrence, Jr., F. Corn- 
ing Kenly, Jr., and Henri J. Bourneuf 
were elected assistant treasurers, and 
Charles C. Gates was named as mana- 
ger of public utilities investments. 


Mr. Lawrence, a graduate of the 
Bentley School of Accounting and Fi- 
nance, has spent his entire business life 
with the New England Mutual, having 
joined the company as a messenger in 
1932. 

A graduate of Harvard in 1937, Mr. 
Kenly was first associated with a Chi- 
cago savings bank, and then became 
assistant to the financial vice president 
of the Household Finance Corp. He 
joined the New England Mutual as a 
security analyst in 1948, following a 
five-year tour of duty in the Navy. 


Mr. Bourneuf, also a Harvard grad- 
uate, in 1933, was in the real estate 
business during 1933-48, with the ex- 
ception of four years’ service as an 





Joins Mutual Life 


William D. Berg, former assistant 
professor of mathematics at Kenyon 
College, Ohio, has been appointed sen- 
ior technical assistant in the actuarial 
division of Mutual Life. 

Dr. Berg, 34 years old, is a graduate 
of Hanover College, Indiana, and re- 
ceived his Ph.D. degree in mathematics 
from the State University of Iowa. He 
has been a member of the staff at Ken- 
yon College since 1946. Prior to that 
date he was an instructor in the ac- 
tuarial mathematic’s program at the 
State University of Iowa. 


T. G. Wrenn Goes to Peoria 


Thomas G. Wrenn, former district 
Group representative at New York City, 
has been transferred to Peoria, IIl., 
where he will supervise Massachusetts 
Mutual Life Group insurance sales and 
service activities, according to an an- 
nouncement by Vice President Richard 
C. Guest. 

Mr. Wrenn is a native of Springfield, 
Mass. After three years in the Army 
during World War II, he entered Boston 
University and was graduated in 1949 
with a bachelor of science degree in 
business administration. He joined the 
Massachusetts Mutual in August, 1949, 
and became a Group representative in 
New York City. 


Edward Sellers Dead 


Edward Sellers, well known actuary in 
the pension field, died a few days ago 
as he was about to start working for 
the Budget Bureau of the Government. 
Born on December 14, 1906, in Swarth- 
more, Pa., he went to Swarthmore Col- 
lege from which he was graduated with 
an A.B. degree, and to Brown Univer- 
sity where he got an M.A. degree. He 
was also a Phi Beta Kappa. Mr. Sellers 
went into actuarial field with Woodward, 
Fondiller & Ryan and from there was 
with the Guardian Life. After leaving 
the private insurance field he was with 
the Bureau of Internal Revenue and the 
Social Security Board. 


Charles C. Gates 


Henri J. Bourneuf 


artillery officer with the American Divi- 
sion in the South Pacific. He became 
mortgage supervisor for the New Eng- 
land Mutual in 1948. 


Mr. Gates graduated from Lawrence 
College in 1934, and also studied at the 
American University in Washington, 
D. C. He was in the Federal Bureau of 
D. C. He was in the Federal Bureau 
of Investigation for two years before 
entering the utilities division of the 
Securities Exchange Commission. He 
joined the New England Mutual in 
1946 as public utilities analyst, after 
serving two years as contracting offi- 
cer in the Naval Bureau of Ordnance. 


New Mortgage Protection 
Policy by Manhattan Life 


A new Mortgage Protection Policy, 
covering mortgage periods from 10 to 
30 years, has been announced by the 
home office of Manhattan Life. The new 
policy is monthly decreasing Term in- 
surance, available in the five following 
plans: 10-Year Plan with premiums pay- 
able for 7 years; 15-Year Plan with pre- 
miums payable for 10 years; 20-Year 
Plan with premiums payable for 15 
years; 25-Year Plan with premiums pay- 
able for 22 years; 30-Year Plan with 
premiums payable for 27 years. 


Manhattan Life’s new mortgage pro- 
tection policy allows for conversion be- 
fore the insured is 65 years old, nearest 
birthday. Any of the five plans are 
convertible, for the then commuted 
value, into any form of policy, except 
Term. 

The waiver of premium total and per- 
manent disability benefit, effective to 
age 60, is included without specific ex- 
tra charge in all standard policy issues. 
The new policy is participating. 





W. A. MASSEBEAU ELECTED 

W. A. Massebeau is the new president 
of the Chester County, S. C., Underwrit- 
ers Association. Other new officers are 
Paul M. Youngblood, vice president; 
Ruth R. Worthy, secretary-treasurer; T. 
K. Reid, national committeeman, and 
R. H. Kirven, local committeeman. 








Mass. Mutual Building 
Project in Los Angeles 


OFFICE BLDG.; DISPLAY CENTER 





Long-Term Lease on One Structure to 
Remington Rand; Yates Agency 
in Other 


Plans for a new office building and 
display center on Wilshire Boulevard, 
Los Angeles, were announced at a 
ground-breaking ceremony on the build- 
ing site last week. The new project will 
consist of a business equipment center 
for Remington Rand in the form of a 
glass pavilion, surrounded on three sides 
by landscaping, and a four-story office 
building, set back from the street with 
the first floor entirely devoted to covered 
parking. Both buildings will be built and 
owned by Massachusetts Mutual and 
leased on a long-term basis to Reming- 
ton Rand, with the insurance company 
in turn leasing back the entire top floor 
of the larger building to the John W. 
Yates agency of Massachusetts Mutual. 
_ Massachusetts Mutual began opera- 
tions in California in 1855 and during 
the past five years about $90,000,000 
of insurance has been sold there by the 
company. John W. Yates is past presi- 
dent, Los Angeles Church Federation; 
vice president, board of trustees, College 
of the Pacific at Stockton. After being 
general agent in Detroit he was assigned 
the Southern California territory by a 
Massachusetts Mutual in 1933 and in 
1935 was appointed general agent for all 
of California, which he handled until 
1945. Among Mr. Yates’ associates is 
Robert L. Woods, who came with the 
agency in 1934 and was appointed gen- 
eral agent in 1949, 


Page Story on Eunice Bush 


Eunice C. Bush, Mutual Life, Baton 
Rouge, La., million dollar writer and a 
trustee of National Association of Life 
Underwriters, was subject to a page 
story in current issue of Parade, the 
Sunday picture magazine which is wide- 
ly distributed by newspapers. Few 
women ever made a gloomier start as 
she was living in the sawmill town of 
Oakdale, La., had already been orphaned 
by the death of her father and had been 
forced to support a family. Her first job, 
in a furniture store, faded and she tried 
selling stockings from door to door. 
When everything seemed black she saw 
an announcement of a newspaper sub- 
scription contest, and started selling pa- 
pers along with the stockings. She en- 
tered the contest, won first prize, a car, 
and was about to sell it when a family 
friend in the insurance business advised 
her to keep the automobile and go into 
the insurance business where it would be 
helpful in enabling her to reach many 
prospects. She did and quickly made a 
success. 































BERKSHIRE LIFE 


EVERYTHING NEW BUT THE NAMES! 


* NEW policy contracts, both Juvenile and Adult. 
(Standard and Special Ratings.) 


* NEW low premium rates on many contracts. 
*NEW Family Income Riders. 


* NEW increased dividend scale. 


The S. S. Wolfson Agency 


of the 

INSURANCE COMPANY 
of Pittsfield, Mass. 

Phone: MU 2-3030 
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Group Gisspiiaia 
Shel the Probbeil 


Management of the XYZ Co. 
has thrown the old Help Wanted 
sign in the ash can. 


Ever since the company in- 
stalled its new Group insurance 
plan providing benefits in event 
of accident, illness, or death, the 
word has been passed around 
that the XYZ Co. is a good place 
to work. 


The company has gained a 
competitive advantage in the 
employment market. Turnover 
in personnel has been reduced. 
Employees have a greater feel- 
ing of security. 

Management says their Group 
insurance plan has already 
proved itself to be a good in- 
vestment. 


The costs of the haz- 
ards covered by Group 
insurance cannot be 
avoided. It is just a ques- 
tion of Who pays—When 
—and How Much. 


If you are a general broker or 
represent a company which does 
not write Group, we suggest that 
you call Home Life in your city on 
your next Group contact. 


Give us a chance to tell you 
about Home Life Group Insurance 


plans. 
Home LIFE 


Insurance Company 
256 Broadway 
New York 8, N. Y. 
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UNIQUE PICTURE OF FRANKLIN LIFE WHITE SULPHUR CONVENTIONEERS 


The above picture, an outstanding shot of people attending an insurance convention, was taken last week in White Sulphur Springs, W. Va., on the terrace of the 
Greenbrier Hotel, the occasion being one of the conventions which the Franklin Life is having commemorating its reaching of a billion dollars of insurance in force. 


Those in the picture include company officers and company leaders and their wives. 
Insurance, State of Illinois. Also attending the convention were Commissioners Crichton of West Virginia and Brown of Hawaii. 


Second man on the left in the front row, is J. Edward Day, Director of 


President of Franklin Life is 


Charles E. Becker. The White Sulphur Springs convention will be followed by another at Sun Valley, also based on the billion dollars of insurance coverage. 
The above picture was taken by an official photographer of the hotel, the Chase Studio. The camera man stood on the balcony of the hotel to take this unique 
shot. Ordinarily, convention pictures taken on lawns are with a panorama camera. 


R. N. Ford Anniversary 


Richard N. Ford, CLU, assistant direc- 
tor of the Company Relations Division, 
marked the completion of 25 years’ serv- 
ice with Agency Management Associa- 
tion last week. A graduate of Trinity 
College, class of 1926, Mr. Ford’s entire 
business life has been spent with the 
Association and he is well known 
throughout the membership. He was 
honored with gifts and a luncheon given 


LWie 


Lire INSURANCE 
or Bovron, masenc: 


MUrray Hill 6-4445 
LIFE 


ANNUITIES 


by officers of the Association and at- 
tended by staff members with more than 
20 years’ service. 

Mr. Ford joined the Association when 
it was less than five years old. He first 
served as a consultant to companies in 
Canada and the U.S. and has continued 
this work. He has been a member of the 
teaching staff of the schools in agency 
management since their founding. His 
appointment to his present post was 
made in 1948. 


M. L. CAMPS, 


GROUP 


PRUDENTIAL FIELD CHANGES 

The Prudential’s district agencies de- 
partment has announced several changes 
in the New York metropolitan area. 
Frank F. Helfst, district manager at 
Elmhurst since 1943 has been transferred 
to Brooklyn to supervise operations of 
the district office #12. He is succeeded 
in the Elmhurst post by George J. 
Schneider who served successively as 
district manager at Brooklyn #11 and at 
Woodhaven. 


General Agent 


DISABILITY BENEFITS 


Anthony J. Siragusa assumes the man- 
agership of the New York District Office 
#5, succeeding Victor Lurie who will 
hereafter head the District Office #17 
in that city. Mr. Siragusa who leaves 
District Office #19 is being replaced by 
Alfred J. Langenstein, veteran Pruden- 
tial manager who headed the New York 
#1 office since 1945. 

No replacements have been announced 
for the New York #1 and Woodhaven 


posts. 


110 East 42nd Street 
PENSION TRUSTS 
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Federal Life 


(Continued from Page 1) 


outstanding. President Cavanaugh point- 
ed to Federal Life’s standing among 
600 legal reserve life companies in the 
United States. “Our company,” he said, 
“stands in the lower division of the 
first 25% of these companies from the 
top down. In other words, we are some- 
where between the first 125 and 150 
companies in size, measured purely as 
to total assets and insurance in force.” 

Mr. Cavanaugh gave these as Federal 
Life’s aims for the future: (1) Increased 
manpower; (2) development of new 
agencies within the home office. area; 
(3) keeping the company financially 
strong. ‘ 

The speaker told of the contribution of 
life insurance to world peace and secur- 
ity, and his words were impressive when 
he said that “life insurance companies 
now have the major responsibility for 
the nation’s financial economy.” The’ life 
companies are providing funds for the 
nation’s armament program by lending 
policyholders’ reserves to industries en- 
gaged in defense activities. The compa- 
nies are also combating the inflationary 
spiral by syphoning excess money out 
of circulation and into savings and in- 
surance programs. He paid tribute to the 
anti-inflation program of the Institute 
of Life Insurance. Another life insurance 
activity he mentioned was the partici- 
pation in voluntary credit restraint. 

In summing up he said: “The life 
insurance industry now manages more 
than $64 billion of assets with annual 
incoming funds for investment purposes 
of between $7 and ¢8 billion. This places 
our industry in a position of consider- 
able influence and responsibility in the 
financial economy of the nation and 
that influence is felt throughout the 
other nations of the world.” He urged 
agents to make effective use of these 
facts in selling Americanism through 
their representation of such a powerful 
industry. “Every time you sell a policy,” 
he continued, “you are strengthening 
the foundation for peace not only for 
the individual but for the nation and the 
world.” 


Talk by Holgar J. Johnson 


Holgar J. Johnson, president, Insti- 
tute of Life Insurance, held close atten- 
tion with his philosophy of strong pub- 
lic opinion building. “In public rela- 
tions,” he said, “it is 90% what you do 
and 10% talking about it. However, all 
the talking doesn’t have much value if 
we do not perform in the public inter- 
est.” (Calling women the chief bene- 
ficiaries and users of life insurance Mr. 
Johnson said they have often been over- 
looked. The Institute is now putting 
into the hands of Federations of 
women’s clubs all over the country a kit 
of information on “Money Manage- 
ment” in cooperation with the American 
Bankers Association and the Association 
of Stock Exchange Firms. Before closing 
he spoke of the Institute’s newspaper 
advertising which reaches 40,000,000 peo- 
ple and stressed: “We are not inter- 
ested in selling life insurance in these 
advertisements. They are primarily to 
build a better understanding of life 
insurance and to make the job of the 
salesman easier.” 

R. B. Oshier of San Francisco, retir- 
ing president of Federal Life’s Man- 
agers Association, contributed much to 
the success of the meeting. He spoke 
on “In Harmony There Is Strength” and 
in so doing paid tribute to the coopera- 
tive spirit shown by the home office in 
discussing field problems with the man- 
agers. The managers group, established 
four years ago, is now an important 
factor in the Federal’s progress. Its get- 
togethers have been fruitful. He listed 
some specific accomplishments, not the 
least of which is the present Income 
Security plan. 

Spencer R. Keare, executive vice presi- 
dent and agency superintendent, Fed- 
eral Life, assisted by his lieutenants, 
Herbert Jensen and Emery A. Huff, 
developed the program of this gathering. 
Mr. Keare spoke at the first day’s ses- 


sions and on Wednesday delivered a 
fine address on “What Do You Say and 
How Do You Say It?” R. S. Pope, 
Bay City, Mich., president, Federal Life 
Club, presided on Wednesday. Among 
speakers on that day were Sidney 
Sklarew, Newark; Searcy J. Graham, 
Denver; and Edward R. Hodgkins, vice 
president and manager of agencies, Paul 
Revere Life. 

Managers Association elected these 
officers: president, Cecil Reese, Los 
Angeles; first vice president, Elias B. 
Cohen, Newark; second vice president, 
S. J. Graham, Denver; treasurer, J. A 
Balcar, Cedar Rapids. 








Companies Argue Against 
Withholding Tax Plan 


Spokesmen for insurance companies 
urged Senate Finance Committee on 
Wednesday to kill plan approved by 
House to impose a 20% withholding tax 
on dividends and interest. It would be 
a hardship on widows, orphans and aged 
persons. Speaking before committee 
were Charles G. Dougherty, Metropoli- 
tan; Willis H. Satterwaite, Penn Mu- 
tual; John J. Magovern, Mutual Benefit. 


Douglas and Atkin on Board 


Lewis W. Douglas, chairman of Mu- 
tual Life of New York, and I. C. Ray- 
mond Atkin, vice president of J. P. 
Morgan & Co, and a director of 
Canada Life, have been elected directors 
of International Nickel Co. of Canada, 
Ltd. Mr. Douglas was formerly chan- 
cellor of McGill University, Montreal. 
His grandfather, the late Dr. James 
Douglas, was chairman of the board of 
Phelps Dodge Corp. 











sentatives’ sales effectiveness. 


In the photo above, Horace R. Smith, superintendent of 
agencies, introduces a new and simplified rate finder 
of the several new Company sales aids to be announced 


at the Clinics. 


The Home Office 
Goes to the Field 


During 1951 every Connecticut Mutual agent will have the 
opportunity to attend one of a series of Field Sales Clinics. 
The purpose of these clinics, conducted by teams of Home 
Office men, is to carry to the field new and current sales 
materials and techniques designed to increase the repre- 
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Other members of the Home Office teams taking part in 
these Clinics are Royden C. Berger, director of advertising; 
William L. Camp, III, supervisor of publications; Melvin 
G. Campbell, Jr., agency assistant; Robert B. Proctor, assist- 
ant superintendent of agencies; Warren F. Reuber, assistant 
editor; and James L. Russell, agency assistant. 


Field Sales Clinics are but one phase of The Connecticut 


Mutual overall development program. Other scheduled 


one 


markets. 


activities include, for example, Advanced Underwriting 
Forums, General Agents Seminars, comprehensive Educa- 
tional Courses for new, intermediate and veteran agents, 
periodic Home Office Career Schools, Supervisors’ Confer- 
ences, national and regional Conventions. 


It is Connecticut Mutual’s aim, in conducting these Field 
Sales Clinics, to equip its field representatives to take 
maximum advantage of today’s expanding life insurance 








13.5% greater gain in insurance in force, first quarter 
of 1951, compared with the first quarter of 1950 








Insurance in force as of March 31, 1951 


$2, 157, 784,000 
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Showed Visual Presentation 
At Berkshire’s Centenary 


Hiram S. Hart, superintendent of 
agencies, served as chairman of the 
business sessions for Berkshire Life’s 
100th anniversary convention held in the 
Berkshire Playhouse, Stockbridge, Mass., 
June 21 and 22. 


HIRAM S. 
Supt. of Agencies, Berkshire Life 


HART 


Mr. Hart used an unusual technique 
of visual presentation in describing the 
Berkshire’s new 1951 Portfolio of Poli- 
cies and coverages. A 50” x 100” felt pad 
“blackboard” served as a_ background 
onto which vividly colored and cleverly 
designed cut-outs and block letters were 
placed without the use of pins, tacks or 
other fasteners. Rather specially pre- 
pared strips of chemically treated fabric, 
called flocking material, had been pre- 
viously affixed to the items to be ex- 
hibited. When placed on the “black- 
board” the cut-out or block letter ad- 
herred to the felt background as if by 
some magnetic force. 

Nine complete “blackboard” presenta- 
tions were used during the business ses- 
sions—each exhibit representing some 
important phase of the introduction of 
the Berkshire’s new merchandise. Each 
“blackboard” presentation was con- 
structed piece by piece by the speaker 
on the particular subject as he developed 
his description. On the average, a dozen 
or 15 cut-outs were employed in each 
“blackboard” presentation. At the con- 
clusion of each talk, the “blackboard” 
was cleared quickly by simply removing 
the cut-outs. 

The unique and _  attention-holding 
visual presentation — “tell-a-vision” in 
color—was widely acclaimed by the audi- 
ence. The technique is readily adaptable 
to many uses in the life insurance busi- 
ness where simple, dramatic group pres- 
entations are desired with a minimum 
of handling effort. 


THOMAS GA. ASS’N PRESIDENT 

The Carroll County, Ga., Life Under- 
writers Association has elected Larry 
Thomas as president for the ensuing 
year. Otis Brumbelow was named vice 
president, and Bob Morrison, secretary. 





HAIGHT, DAVIS & HAIGHT, Inc. 


Consulting Actuaries 


INDIANAPOLIS OMAHA 




















Reenters Production Field 









CHARLES W. HALL 
Charles W. Hall, general agent for 
Massachusetts Mutual Life at Pitts- 
burgh since February, 1947, and prior to 
that time assistant director of agencies 
of the company for ten years, has asked 
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RENEWAL 


RENEWAL PURCHASE COMPANY 


60 Cedar Street, New York 5, N. Y. 


PURCHASED ON 
EQUITABLE BASIS 


BOwling Green 9-0109 








to be relieved of his duties as general 
agent and, upon appointment of his suc- 
cessor in the near future, will engage in 
personal production for the company. 

Mr. Hall entered the life insurance 
business in 1931, as a member of the 
Rochester, N. Y. agency of Massachu- 
setts Mutual, was one of the company’s 
100 leaders in 1932, and was appointed 
a supervisor in the agency in 1933. He 
served as president of the Massachusetts 
Mutual Agents’ Association in 1934-35, 
and became a member of the home office 
agency department staff in 1936. 


Named by Pan-American 


J. Ernest Williams has been appointed 
general agent in West Palm Beach, Fla., 
for Pan-American Life of New Orleans. 
Mr. Williams entered the life insurance 
business in Glendale, Cal., in 1941 as a 
representative for Metropolitan Life. 
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a Better Life to Live! 


The Red Cross is engaged in a program to train 
20,000,000 people in First Aid work . . 


.a front line 


force to abate the consequences of flood, fire, famine, 


hurricane and other unpredictable disasters. 


The job is great. The need is urgent. Now, as never 


before, is the time to support these worthwhile ac- 


tivities by giving to the Red Cross! Now is the time 


to develop the natural strength that is a bulwark 


against disaster. There’s nothing like it on earth... 
Nothing like the United States of America, either. 


a oe 


Life Insurance agents have a part in helping the American 


people to keep U. S. Life... 


A Better Life to Live! 


Agents will be interested in the selling opportunities pre- 


sented by United States Life’s complete policy coverage. 


Ask about our Centennial Income Policy. 





United poniven Life 


INSURANCE COMPANY 
IN THE CITY of NEW YORK 


8¢ WILLIAM ST., NEW YORK 38, N.Y. 





Colonial General Agent 
Jay B. Rappaport, prominent in the 
general insurance field in New York City 
for more than 15 years, has been ap- 





JAY B. RAPPAPORT 


pointed general agent in New York City 
for Colonial Life, according to an an- 
nouncement by William H. Fissell, CLU, 
superintendent of Ordinary agencies. 
The company’s New York City agency 
has been incorporated as the Colonial 
Agency, Inc., with Jay B. Rappaport as 
president. 

Following his graduation from the 
School of Business and Finance, City 
College, New York, Mr. Rappaport was 
appointed insurance manager of the 
Inter-State Department Stores, operat- 
ing throughout the United States. Fol- 
lowing this, he entered the insurance 
brokerage business and was president 
of Taylor Stevens Co., Inc. 

Now head of his own firm, J. B. Rap- 
paport, Inc., he handles fire, marine and 
casualty insurance on a _ countrywide 
basis. He specializes in general insurance 
for retail stores and the manufacturing 
industry, and is particularly well known 
in department store circles. He is the 
New York representative for the Rein- 
surance Institute of Chile. 

While his offices were located in mid- 
Manhattan for many years, because of 
the expanding operations of his business 
he has moved into larger quarters at 
116 John Street. 

Among those associated with Mr. 
Rappaport are Peter Kent, vice presi- 
dent; Robert Peterson, in charge of the 
marine department; Joseph Baer, chief 
underwriter; Max Rappaport, manager 
of the liability department, and Max 
Berkowitz. 

An independent producer of life in- 
surance since 1946, Mr. Rappaport has 
concentrated on busfness insurance, op- 
erating in an advisory capacity to his 
clients. He is the author of several ar- 
ticles on insurance and related subjects. 





Woodward, Ryan, 
Sharp & Davis 


Consulting Actuaries 
41 PARK ROW, NBW YORK 





Telephone BArclay 7-4443 
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Again Heads Research Group 




















Boris, Boston 


M. L. CAMPS 


The Research Agencies Group, an in- 
formal body of general agents and man- 
' agers who meet once or twice a year, 
i recently reelected as chairman for the 
third term M. L. Camps, general agent 
for John Hancock Mutual Life in New 
York. The meeting was held at Pocono 
Manor, Pa. 

Judd C. Benson, Union Central, Cin- 
cinnati, reported on “Building Agency 
Morale,” and Harry Krueger, Northwest- 
ern Mutual, New York, discussed “The 
Market for Individual Policies Ten Years 





Hence.” Representing LIAMA_ were 
Charles J. Zimmerman, managing di- 
rector, and L. S. Morrison, research 


consultant. 

Among those attending were William 
A. Arnold, II, Penn Mutual, Harrisburg; 
Osborne Bethea, Penn Mutual, New 
York; Charles W. Campbell, Prudential, 
Newark; Truman H. Cummings, Na- 
tional Life of Vermont, Cleveland; Wil- 
liam Eugene Hays, New England Mu- 
tual, Boston; John Hill, Aetna Life, To- 
ledo; Halsey Josephson, Connecticut Mu- 
tual, New York; Albert W. Moore, New 
England Mutual, Philadelphia; Edward 
L. Reiley, Mutual Benefit, Philadelphia ; 
McKinley H. Warren, Phoenix Mutual, 
Boston. 


American National Opens 
j Two New Offices in Calif. 


; Announcement of the installation of 
: two new branch offices in California has 
been made by American National In- 
surance Co., Dallas. The branches are 
located in Fresno and San Bernardino. 
This brings the number of Ordinary 
branch offices in California to eight. 

Clifton W. Royston, formerly man- 
ager of an Acacia Mutual agency, has 
been appointed manager of the new 
Anico Fresno branch office. A native 
of Washington, D. C., Mr. Royston en- 
gaged in selling in a number of lines 
prior to 1941 when he went to Cali- 
fornia and entered the insurance field as 
a producer. By 1951 he had been pro- 
moted through various positions to man- 
ager of this branch. 

The new San Bernardino branch will 
be under the direction of Clifford H. 
Fowler, formerly general agent for the 
Ohio National in Los Angeles. Born in 
New Hampshire, Mr. Fowler entered 
the insurance field shortly after com- 
pleting his education and represented a 
number of the large eastern companies 
as a producer. He moved to California 
in 1944 and became connected with the 
Pacific Mutual in the home office; re- 
signing that position in 1946 to become 
general agent for that company in Iowa. 
In 1947 he returned to California as 
manager of the Los Angeles branch for 
California-Western States. He took the 
ag position with Ohio National in 











LIFE DEPARTMENT MANAGER 


R. K. Agnew Named to Post in Chicago 
Office of Marsh & McLennan; 
Succeeds W. C. Hodges 

Hermon D. Smith, executive vice presi- 
dent, Marsh & McLennan, Inc., has an- 
nounced the appointment of Richard K. 
Agnew, formerly assistant manager, as 
manager of the life department of the 
Chicago office, succeeding W. Carson 
Hodges who has retired due to ill health. 
Howard I. Potter, vice president, will 
continue as heretofore to supervise the 





general activities of the life department. 

r. Agnew, a graduate of Knox Col- 
lege, started in the life insurance busi- 
ness in 1929 in the home office of the 
Travelers, Hartford. He was transferred 
to Seattle in 1934 to head the Travelers 
Group field service office at that point 
and then in 1936 he was transferred to 
the Travelers’ Peoria office to open a 
Group sales office covering the State of 
Illinois outside of Cook County. In 1939 
he was transferred to Chicago and made 
a district Group supervisor. In March 
of 1942 he was commissioned a lieuten- 
ant in the Naval Reserve and in Oc- 





tober of that year, after a four-month 
indoctrination, was assigned to active 
duty which took him into both the North 
and South Atlantic. He was released in 
October of 1945 with the rank of lieu- 
tenant commander and started with 
Marsh & McLennan, Inc., on November 
of that year. 

Mr. Hodges had been with Marsh & 
McLennan since 1937. He was made 
manager of the life department in 1949 
after having been assistant manager for 
four years. He had been on a leave of 
absence for several months due to ili- 
ness prior to his retirement. 
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A recent issue of “Points”, a magazine published for 

our Field Underwriters, is entirely devoted to a discus- 
sion of the very serious problem of inflation. “Points” 
recognizes the dangers of the inflationary trend, and 
presents a strong case for life insurance. 


In the past, prices in the U. S. have always traveled a two-way street. 


No one can foresee the future, but American history shows that every major price 
upturn has been followed by a downward trend. Sooner or later America’s great 
capacity to produce large quantities of goods has made itself felt and competition 


has reduced prices. 


POINT 2: Even during an inflationary period many families suffer extreme 


deflation. 


When the breadwinner dies, becomes disabled, or has to retire, his family urgently 
needs an income to live on... they need dollars. Whether these dollars are worth 
100 cents or 60 cents in terms of the 1939 dollar makes little difference to the 
family with no dollars. 


POINT 3. There is no better protection for the family against either inflation or 

deflation than life insurance. 
In no other way is it possible to guarantee immediately many future dollars for a 
few present dollars. At the same time, a waiver of premium provision and the 
policy loan privilege afford protection against financial emergencies that might 
occur during the lifetime of the insured. Only life insurance provides certain protection 


for an uncertain future. 


We'd be glad to send you a copy of the inflation issue of “Points” upon request. 


WEATHER — 


STAR ATOP OUR HOME OFFICE BUILDING — FLASHES OFFICIAL WEATHER FORECASTS 
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chairman, Business 


above in the 
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Men’s Assurance, 


Grant, 
is shown 
center, presenting life insurance contract 
number 500,000 to Kenneth A. Spencer, 
left, director of BMA and president of 
the Spencer Chemical Co. and the Pitts- 
burg and Midway Coal it Co. Look- 
ing on at the right is C. S. Alves, also 
a director of BMA and manager of the 
company’s home office property. Mr. 
Alves is holder of life insurance policy 
number one issued in 1920, the year the 
company entered the life insurance busi- 
ness. 
Another 


interesting highlight of the 


Agent's Status 


(Continued from Page 3) 


ways operated as a_ so-called self- 
employed life insurance salesman. 

In the case of a self-employed insur- 
ance agent, presumably no distinction 
will be made between his first-year and 
renewal commissions, or between his 
life commissions and commissions on 
other insurance lines. Probably all will 
be lumped together as self- employment 
income. Therefore, it appears that if he 
performs substantial services in a par- 
ticular month in respect to any of his 
insurance business, he will be barred 
from his Social Security benefit for 
that month, provided the total commis- 
sions credited to him for that month, 
according to the terms of the Act, ex- 
ceed $50. 

Of course, the converse is likewise 
true. Even though his total’ credited 
commissions for a month exceed $50, he 
can collect his Social Security benefit 
for that month if he shows he did not 
perform any substantial services during 
that month in respect to any of his in- 
surance business. 

The Board has not indicated what 
will constitute “substantial services” in 
the case of an insurance agent. 
sibly, anything the agent may do in 
an attempt to write new business or to 
service or renew his existing business 
may constitute “substantial services.” 

Consequently, if an agent’s total com- 
missions exceed $50 per month, he may 
have to make up his mind to either 
stay on the job and forget about Social 
Security benefits, or to really retire and 
forget about business. 

He need not, however, make his de- 
cision on a permanent basis. He could, 
for example, work as hard as he wants 
and produce as much as he can during 
one or more months of the year, and 
then lay off for the rest of the year, in 
which case he could collect his Social 
Security benefits during the months in 
which he performed no substantial serv- 
ices. 
€ 


P Os- 





occasion is the fact that Mr. Grant, who 
personally sold the first 500 accident and 
health policies back in 1909 to obtain a 
charter for the company, is himself the 
holder of the oldest accident and health 
policy. 

The presentation of life insurance 
policy number 500,000 came in the same 
week in which the company announced 
that it had reached the half billion dollar 
mark in life insurance in force. 

Premium income of the company is 
currently being produced at the rate of 
more than 25 million dollars a year for 
life and accident and health insurance 
combined. 





Great-West’s Record June 


June was record breaking month for 
Great-West Life. New business of over 
$35 million was the best ever recorded 


in a similar period by the company’s 
field force. The six-month total of $161 
million, 25.7% ahead of last year, is bet- 


~ than any full year prior to 1946. 

Group sales for the month were the 
highest in the company’s history. Great- 
West’s total business in force now ex- 
ceeds $1,780,000,000. 

Graeme H. Smith, Santa Monica, Cal., 
was top representative in the company 
with over $365,000. Leading agency was 
Earl Schwemm’s, Chicago. 





$10 Monthly Income Disability 
50-Year Family Income Rider 


David bb. 
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ASSURANCE ComMPANY 





iti 


DAVID A. CARR, President 





U. of Illinois Clinic Speakers 


John Laffey, manager, 
gional Group office, State Mutual; Bert 
A. Hedges, manager, Business Men’s 
Assurance, Wichita; and J. Edward Day, 
Illinois Commissioner, have been an- 
nounced by the University of Illinois 
as speakers on the program of the 
Fourth Annual Advanced Underwriting 
Clinic to be held August. 14- 16. 

Mr. Laffey will talk on “Group Dis- 
ability Coverages”; Mr. Hedges will 
speak on “Insuring Income Through 
Disability Coverages”; Mr. Day will talk 
on “Life Insurance and State Regula- 
tion.” 

The University of Illinois Clinic is 
sponsored annually by the Business 
Management Services Division of the 
University in cooperation with the Illi- 
nois State Association. Meetings draw 
national attendance. 

Theme of the Clinic will be “Selling 
Life Insurance to Protect Estate Val- 
ues.” Speakers previously announced are 
Hal Nutt, director, Purdue Marketing 
Institute; Ervin Jones, regional Group 
manager, "New York Life, Chicago; John 
Overbeck, attorney; Chicago; E. H 
White, Insurance Research and Review 
Service; A. J. Nussbaum, general agent, 
Massachusetts Mutual, Milwaukee; and 
Frank Toombs, tax analyst, Springfield, 
Illinois. 

Session chairmen include Dr. Robert 
I. Mehr, head of the insurance curricu- 
lum of the University; Ray Martin, 
general agent, Home Life of New York, 
Champaign; Emerson Cammack, of the 
University staff; and William North, 
Manager, New York Life, Chicago. 


Chicago re- 


Substandard—600°% Mortality 
Retirement Benefit Plan for Brokers 
Exceptional Consideration for Overweights 
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Great-West Pension Plan 


A new contributory pension plan for 
field representatives of Great-West Life 
became effective on July 1. An outline 


of the plan was first given at the 
company’s regional conventions. in 
April, and was followed up by special 


explanatory literature and branch visits 
by home office agency department offi- 
cers prior to the effective date. 

The new plan provides an annual fu- 
ture service pension credit of 14% 
of earnings. In addition, representatives 
will continue to receive renewal com- 
missions at retirement. A pension 
credit, for past service going back to 
1926, is also included. 

In the case of United States repre- 
sentatives, the benefits provided under 
the new plan are integrated with So- 
cial Security. 





Whe witbes what 


POSTAL LIFE write Qin the policies 
you want, and wie serving your clients 
—as agents, brokers, or surplus writers. 






For particulars see any Postal Life General 
Agent or write 

Roy A. Foan, 
Vice President and Director of Agencies 
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S11 FIFTH AVENUE 








e TERM 
e GROUP 
e ORDINARY 
e JUVENILE 
e FAMILY INCOME 


e SINGLE PREMIUM 


e SPECIAL WHOLE LIFE 


PAID UP AT AGE 85 
($10,000 MINIMUM) 





e¢ MORTGAGE INSURANCE S 


BROKERAGE BUSINESS ACCEPTED 


WE ARE PLEASED TO ANNOUNCE THE APPOINTMENT OF 


THE COLONIAL LIFE INSURANCE COMPANY oF AMERICA 


Home Office: East Orange, N. J. 





RICHARD B. EVANS, President 
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HEARD On The WAY 











The Northwestern Mutual Life, Mil- 
waukee, has started the preparation of 
a centennial history of the company, 
which will be ready when the 100th 
anniversary is observed in 1957. Prof. 
Harold F. Williamson, Northwestern 
University, and O. A. Smalley, an un- 
dergraduate student, are now compiling 
data for the history. Chartered in 
Janesville, Wis. March 2, 1867, the 
Northwestern Mutual has had its home 
office in Milwaukee since 1869. 





Philadelphia went in for considerable 
local excitement in connection with the 
175th anniversary of the Declaration of 
Independence, the first real “Glorious 
Fourth” in some years. There was an 
elaborate four-day celebration and a 
number of Philadelphia insurance men 
were involved in the fire-cracker day. 

An elaborate pageant was put on at 
Independence Hall with state legislators 
and local lawyers dressed in colonial 
costume. The program featured the 
ringing of the present bell by members 
of the Independence Hall Bell Ringers 
Society, which is a volunteer organiza- 
tion largely of business men from the 
neighborhood which includes the Phila- 
delphia insurance district. 

Among the bell ringers were Harold 
L. Blair, secretary, Mutual Fire, Marine 
and Inland; R. R. Dearden, III, presi- 
dent, United States Review; Frank E. 
Seymour of the Green Tree; Albert F. 
Degerberg, Jr., and Carroll Frey, Penn 





Met. Sickness Expense Plan; 
Companion Enters A. & H. 


Announcements of Metropolitan Life 
broadening its sickness expense plans 
and Companion Life entering the acci- 
dent and health field will be found in 
the casualty section of this issue. 


Matilda Wells President 
Of Detroit Women’s Group 


Matilda Wells, The Prudential, was 
elected president of the Women’s Group 
of the Detroit Life Underwriters Asso- 
ciation at their recent annual meeting 
held in Windsor, Canada. Mrs. Wells is 
a life member of the Women’s Quarter- 
Million Dollar Round Table, a life mem- 
ber of the Life Leaders Club of Michi- 
gan, and has qualified for the National 
Quality Award for the past five years. 

Other officers include Mrs. Laura 
Luckhurst, Canada Life, first vice presi- 
dent; Mary Patricia Ryan. -CLU, 
Equitable Society, second vice president: 
Helene Gillespie, State Mutual, secre- 
tary; Helen McCoy, State Mutual, treas- 
urer. 

After the dinner meeting there was a 

panel discussion on the subject, “What 
i We Selling?”, with Vivian Weir, 
director of personnel of the Michigan 
Mutual Liability, as guest speaker. 

Retiring president, Margaret Wilson, 
secretary of C. A. Macauley & Asso- 
ciated Consultants, Inc., was honored at 
the dinner and presented with a plaque. 





NAMED BY FARM BUREAU LIFE 

Lyle Drake has been appointed associ- 
ate actuary of Farm Bureau Life, Colum- 
bus. L. E. Wilcox is actuary. 

Mr. Drake will be in charge of re- 
search activities pertaining to mortality 
experience and other factors affecting 
dividends, and will direct also the ad- 
ministration of the company’s retire- 
ment plans. He was formerly associated 
with the Equitable Life of Iowa, in Des 
Moines. 


Mutual. Others of the ringers were 
Warren A. McCullough, curator of the 
Hall; Dr. Edward L. Riley, historian 
of the Independence National Historical 
Park. 

Working in the belfry, four men at 
a time, Blair and Seymour rediscovered 
themselves as former schoolmates, and 
Seymour as a former Penn Mutual man. 
The ringing went out over the radio 
and was recorded for use by the Voice 
of America. The society provides bell 
ringers for national holidays, including 
ringing out the old year and ringing 
in the new on New Year's Eve. 

Unele Francis. 


Great-West Liberalizes Its 
Rates, Plans for Diabetics 


Winnipeg—A new underwriting pro- 
cedure for rating and classifying diabe- 
tics according to the duration of the 
disease and type of insurance plan has 
been announced by the Great-West Life. 
This procedure, believed to be the first 
of its kind, now provides a substantially 
lower rating to those who have been 
suffering from the disease for five years 
or less. Previously the company’s prac- 
tice was to charge a flat rate regardless 
of the duration of the disease. It is be- 





lieved that this new method will enable 
a considerably larger number of dia- 
betics to enjoy the benefits of life in- 
surance. 

In addition, for the first time Great- 
West Life has extended its coverage 
available to diabetics to include level 
term riders, family protection riders and 
certain regular term plans. The new 
rates are available to those between the 
ages of 25 to 60 inclusive. 

Endowment plans of less than 29 years 
duration and most pension plans are also 
included in the new rating procedure. 
The new rates and regulations became 
effective July 1 ‘ 















THE GREAT. 





ESTATE Security PLAN 


WEST Lire ASSURANCE 


bored upon 


the indiviceat reauh 
‘omants of 


tn Bn BNE Te 








The answer... Yes / & 


Through ESTATE SECURITY planning, 


Great-West Life underwriters are hearing 


“‘yes"’ more often than ever before. 


THE 













ASSURANCE COMPANY 


HEAD OFFICE—WINNIPEG, CANADA 




















July 13, 1951 








RICHARD N. STOUFFER 


Continental American Life of Wil- 
mington has appointed Richard N. Stouf- 
fer, CLU, manager in Philadelphia with 
offices in the Lincoln-Liberty Building, 
formerly the Charles I. Jamieson Agency. 
Charles I. Jamieson has opened a new 
agency in Norristown, Pa., where much 
of his effort has been concentrated for 
the past few years. 

Mr. Jamieson has been manager in 
Philadelphia since 1943, his agency dur- 
ing the past year showing one of the 
largest gains of any agency of the com- 
pany. 

Mr. Stouffer is well known in Phila- 
delphia having been in the life insurance 
business there for 23 years. He entered 
the business with Massachusetts Mutual 





J. H. Burdick Appointed 


James H. Burdick has been appointed 
assistant manager of the Philadelphia 
agency of Home Life of New York, 
John F. Walsh, vice president and 
manager of agencies, has announced. 
Mr. Burdick will be in charge of re- 
cruiting and training new field person- 
nel for the agency. 

A veteran of 12 years with Home 
Life, Mr. Burdick began his life insur- 
ance career in the Philadelphia agency 
as an office boy. He served later as 
agency cashier, planning manager, office 
manager, and most recently, as a field 
underwriter. In the latter capacity, he 
extended Planned Estates Service to a 
large group of business and professional 
people in Philadelphia. 


WINS PRESIDENT’S TROPHY 

Pan-American Life announced recent- 
ly that the winner of the President’s 
Honorary Award Trophy in the Presi- 
dent’s Month Campaign was the New 
Orleans Agency. This agency under the 
supervision of Miss B. B. Macfarlane, 
supervisor and Fisher E. Simmons, Jr., 
CLU, assistant supervisor, was awarded 
the trophy at a meeting in the com- 
pany’s board room. The award was 


made to the New Orleans Agency for 
leading all other of the company’s agen- 
cies in total amount of cash premiums 
on paid-for business during the cam- 
paign. 


Continental American Philadelphia Change 


CHARLES I. JAMIESON 


in 1928 and later became brokerage man- 
ager for the Mollenauer agency of Con- 
necticut Mutual while maintaining sub- 
stantial personal production. 


Made Agency Assistant by 
Massachusetts Mutual Life 


Massachusetts Mutual Life has ap- 
pointed James T. Houghton, Jr., agency 
assistant to handle details incident to 





JAMES T. HOUGHTON, JR. 


company field conferences and conven- 
tions. Graduate of Albany Academy and 
Amherst, where he was cum laude stu- 
dent, president of Student Council, man- 
ager of varsity football team and mem- 
ber of Chi Psi, he joined Massachusetts , 
Mutual in 1948 after some sales and 
promotion experience in New York. This 
past year he taught an evening extension 
course in advertising and promotion at 
American International College. 


AMED FOR WORLD-WIDE SERVICE from branches 
located in more than 20 countries, including 50 offices 
in the United States, the SUN LIFE ASSURANCE COM- 
PANY OF CANADA has won universal recognition for the 
diversity of its comprehensive life insurance and annuity 


plans. The specific needs of men, women and children 


under widely differing circumstances are taken care of, 


and a variety of optional policy privileges offers valuable 


alternatives to safeguard the interests of the beneficiary. 


More than One 
and a Half Million 
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Manager at Fort Worth 

Arthur F. Rhea of Fort Worth, 
Texas, has been appointed agency man- 
ager there for Bankers Life of Des 


rere Serene ne: 





ARTHUR F. RHEA 


Moines. He succeeds Jay F. Smith who 


‘has resigned. 


Mr. Rhea’s entire life insurance ca- 
reer has been as a member of the Fort 


Worth agency. He joined the company 
from a teaching position at Texas Chris- 
tian University in Fort Worth. A native 
of Texas, Mr. Rhea attended schools 
at Mount Pleasant in that state and 
North Texas. State College where he 
received his bachelor’s degree in 1939 
and his master’s degree in 1947. 


Occidental Names Three 


Three new appointments in. the St. 
Louis branch office of Occidental Life 
of California have been announced by 
William B. Stannard, vice president. 
Raymond L. Macher has been named 
branch manager. Harry C. Klaser is the 
new brokerage manager and Frank V. 
Stoltze has been appointed regional 
Group supervisor. 


Joins Pacific Mutual 

Pacific Mutual Life has added to its 
staff Joe Flammang, CLU, with the 
title of assistant director of training. The 
appointment was announced by Fred S. 
Sibley, superintendent of agencies. 

Mr. Flammang goes to his new post 
from the staff of Arthur E. Kraus, gen- 
eral agent for Pacific Mutual in Los 
Angeles, where he started five years ago 
as a personal producer and rose to the 
position of supervisor. 
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Named Medical Director 


Of the Manhattan Life 


DR. L. GORDON LA POINTE 


Dr. L. Gordon LaPointe, for the past 
four years assistant medical director of 
Equitable Life Assurance Society, has 


been appointed medical director of 
Manhattan Life, effective August 1. Dr. 
G. Holbrook Barber, medical director 


since 1923, 
sultant. 

A native of Buffalo, N. Y., Dr. La- 
Pointe received his B.A. from Canisius 


College there and in 1937 graduated 
from the University of Buffalo Medical 
School. He then had a rotating intern- 
ship in Sister’s Hospital, Buffalo for a 
year, followed by nine months as as- 


Assumes New Duties With 
New England Mutual Life 


will remain as medical con- 








DEAN E. COGSWELL 


Dean E. Cogswell assumed his duties 
as personnel manager in the home office 
of New England Mutual Life on July 
2. He completed in June a year’s study 
under the Sloan Fellowship Program for 
Executive Development at the Massa- 
chusetts Institute of Technology. He 
was one of 14 young businessmen from 
industries throughout the country and 
the first representative of the life insur- 
ance business to be chosen for the 
course. 

Formerly assistant manager of the 
underwriting department, Mr. Cogswell 
has been with the company in various 
capacities for 16 years. A graduate of 
Harvard in the class of a he served 
overseas in World War I 





sistant resident in pathology -in Buffalo 
General Hospital. 

Coming to New York City, he served 
for three years as resident in surgery 
at Post Graduate (now University) 
Hospital. In 1943, Dr. LaPointe received 
a Navy commission and served on the 
staff of the Sampson, N. Y. Naval 
Training Base Hospital. 

He is presently head of the Surgical 
Dispensary of the New York World- 
Telegram and Sun and on the staff of 
Saint Vincent’s Hospital and the De- 
partment of Correction aren, ogy New 
York City, as well as being a member 
of the New York Academy of Medicine; 


the Association of Life Insurante Medi- 


cal Directors; a_ Fellow, 
Academy of ‘Compensation Insurance 
Medicine; a Diplomate of the Ameri- 
can Board of Surgery, and a Consulting 
Police’ Surgeon. 


American 


AETNA ANNIVERSARIES 

Two members of the home office staff 
of Aetna Life Affiliated Companies ob- 
served 25th anniversaries with the com- 
pany last month. They are Donald E. 
Hanson, superintendent of agencies of 
Aetna Life, and Harry Wareham, assis- 
tant counsel of Aetna Casualty & Surety. 





Endorse M. W. Peterson 


The North Carolina Life Underwriters 
Association and the Charlotte Life Un- 
derwriters Association have announced 
the candidacy of M. W. Peterson, CLU, 
general agent for Lincoln National at 
Charlotte as trustee of the National As- 
sociation of Life Underwriters. 

W. H. Andrews, Jr., CLU, Greens- 
boro, a past president of N ALU, is chair- 
man of the North Carolina Association 
committee. Charles E. Brewer, Ir., CLU, 
Charlotte, immediate past president of 
the Charlottte Association, is chairman 
of the Charlotte Association -committee. 








DUNTINEN 





Popular with field men. 


AL AMERIGAN'S 


wilaer J valuable one-poliey plan. 


Appreciated by their parent-celients. 


The ‘‘Estate Builder,” recently presented, has enjoyed unusual 


acceptance. It offers a special, new financial plan for children 


under ten, and its outstanding advantage is that it combines 


in one policy features formerly found only in several separate 


policies. Also, it is a sound plan which grows with a child’s needs. 


HERE IS HOW IT WORKS 


The Estate Builder is unlike other plans 
of insurance for children because the 
amount automatically increases at age 


21, to five times the face amount—with 


no increase in premiums. 


$1,000 prior to age 21* 


PREFERRED CLASS. The increased insurance after 
age 21] is on the Preferred Class Life Paid-Up at Age 


65 plan. 


REDUCED PREMIUM OPTION. At any time after 


age 21, change can also be made, without medical 


# 


$5,000 at age 21 
















age 21 
FEATURES EXCLUSIVE WITH CONTINENTAL AMERICAN 


Fund at Age 21, 


policies. 


examination, to Preferred Class Ordinary Life at a 


still lower premium. 


CONTINENTAL AMERICAN LIFE INSURANCE COMPANY 


WILMINGTON, 


*Modified death benefit until first 
birthday (in New York, until age 5). 


DELAWARE 





IN ADDITION: /ts High Cash Values Provide—An 
Education Fund at Age 18, Business Opportunity 


Retirement Fund at Age 65. 


The ‘Estate Builder’’—the new, valuable addition 
to Continental American's ever-widening range of 
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Joins The Prudential as 
Senior Research Economist 





GORDON W. McKINLEY 


The Prudential has announced the ap- 
pointment of Gordon W. McKinley as 
senior research economist. Mr. McKin- 
ley goes to Prudential from Ohio State 
University where he has been an assist- 
ant professor in the College of Com- 
merce and Administration. He has been 
a member of the faculty of Ohio State 
since 1945 and at one time served on the 
teaching staff of Lehigh University. 

A native of New Harbor, Me., Mr. 
McKinley received his undergraduate 
training at McMaster University at 
Hamilton, Ontario. He was awarded his 
Ph. D. degree from Ohio State in 1948. 
During World War II, he served as a 
pilot with the Navy. 

As a member of Prudential’s agen- 
cies research organization, he will con- 
duct studies on the effects of inflation 
on life insurance and the general econ- 
omy. 


James R. Herman, Secretary 
Of Metropolitan Life, Dies 


Herman, 53, one of the 
country’s distinguished actuaries, and 
secretary of Metropolitan Life, died in 
Ridgewood, N. J., Monday. His sig- 
nature has been reproduced on all of 
the company’s policies and premium re- 
ceipts for some time—on more than 


James R. 


15,000,000 documents. 

Born in Edwardsville, Pa., he was 
graduated summa cum laude from 
3ucknell University in 1919. During 


World War I he was a Coast Artillery 
lieutenant. Later, he taught mathematics 
in Ridgewood- High School. He entered 
Metropolitan Life as a research clerk 
in the actuarial division in 1920. In 1927 
he became an officer with title of assis- 
tant actuary and in 1939 was made 
associate actuary. 

With Society of Actuaries he was on 
board of governors and chairman of its 
advisory committee on education and 
examination procedure. In Ridgewood 
he was an elder of West Side Presby- 
terian Church and a trustee of the 
YMCA. Since April, 1948, he had been 
vice president of the Metropolitan’s 
Home Office Veterans. He leaves a 
widow and two sons, Charles R. and 


J. Russell, Jr. 


Pacific Mutual Increases 

A 20% plus over its objective has 
been achieved by the field force of Pa- 
cific Mutual Life in a nationwide spring 
sales drive honoring its 37-year-old Big 
Tree Leaders’ Club. Amount of new 
Pacific Mutual personal life insurance 
applied for in June showed a gain of 
24% over last year’s total for the same 
month. 








Joins Philadelphia Branch 
Of Manufacturers Life 





PHILIP ELKIN 


Manufacturers Life announces the ap- 
pointment of Philip Elkin, CLU, as agen- 
cy assistant in its Philadelphia branch 
where he will be associated with Man- 
ager Walter Gallagher. Mr. Elkin was 
at one time production manager and 
salesman for the Newton Elkin Shoe Co. 
in Philadelphia. During World War II 
he achieved the rank of major, serving 
as an administrative officer with the 
Army Air Corps in the Aleutians. He 
joined the Philadelphia branch of Manu- 
facturers Life in 1946. Since February, 
1950, he has been with the Connecticut 
Mutual in New York as a business in- 
surance consultant. 

Mr. Elkin holds a Bachelor of Arts 
Degree from Layayette University. He 
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Mid-West Conference 


Mid-West Management Conference, 
will hold its fall session at French Lick, 
Ind., on November 1-3. Among the 
speakers will be James E. Rutherford, 
vice president, Prudential, and Merle 
Hostetler, manager, Research Division, 
Federal Reserve Bank, Cleveland. 

Mr. Rutherford will set the theme of 
the conference, “What’s Wrong With 
Our Merchandising Methods?” with a 
discussion of whether or not life com- 
panies have neglected the broad field of 
merchandising methods for the narrower 
field of personal sales techniques. Mr. 
Hostetler will review current economic 
trends and discuss future indications. 

The Mid-West Management Confer- 
ence is sponsored annually by the In- 
dianapolis General Agents & Managers 
Association. 





has a Masters Degree from the Univer- 
sity ot Pennsylvania where he attended 
the Wharton School of Finance. 














prestige of each of our Associates. 


In the planning for and achievement of a 


goal accessible to him in the selling and ser- 


DEDICATED 


To promoting the well-being and 








vicing of life insurance to the end that he 
will share increasingly the satisfactions which 


derive from rewarding activity. 


WILLIS F. McMARTIN, General Agent 
AND ASSOCIATES 


THE NORTHWESTERN MUTUAL LIFE INSURANCE CO. 
285 MADISON AVE., NEW YORK 17 
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Rejoins State Mutual 
Group Office in Boston 


DUNN 


ARTHUR A. 


State Mutual Life, Worcester, Mass., 
announces the return of Arthur A. 
Dunn as home office representative in 
charge of its Boston Group office. Mr. 
Dunn returns to State Mutual after a 
military leave of absence of three 
months with the United States Navy, in 
which he held the rank of Commander. 

Wesley A. Watling and John J. 
Quinn, home office representatives, will 
continue to be associated with Mr. 
Dunn. 


TO VOTE ON BY-LAW CHANGE 





Relative to Surplus Account 15% Tax 
for Paying Up Outstanding 
Confederation Shares 


Confederation Life Association’s board 
of directors has asked that a special gen- 
eral meeting be called for September 12 
to approve a by-law to pay out of the 
shareholders’ surplus account a tax of 
15% to create a tax-paid surplus suffi- 
cient to pay up the outstanding shares 
of the association. The 80-year-old life 
insurance company has an authorized 
capital stock of $1,000,000, which is now 
40% paid up. Shares have been selling 
recently around $265. 

The board will also ask the meeting 
for authority to captialize from time to 
time from the tax-paid surplus to either 
pay up or partially pay up outstanding 
shares. 

The 15% tax would be paid out under 
the provisions of Section 95A of the In- 
come Tax Act. The Act states that no 
Canadian income tax will be payable by 
shareholders in respect of amounts capi- 
talized under the provisions of such a 
by-law out of tax-paid surplus. 
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The Group department of a life insur- 
ance company has special responsibilities 
due to the large commitments it makes 
for the company, Paul F. Clark, presi- 
dent, John Hancock, told the Fifth Group 
Seminar of his company’s Group repre- 
sentatives. The Seminar of 172 members 
met at Bald Peak Colony Club, Melvin 
Village, N. H., recently. 

Keynoting the meeting was a message 
by Clarence W. Wyatt, vice president in 
charge of the Group departments. He 
said, “Our success lies in these two 
words—respect and cooperation—and it 
cannot be achieved without them.” 

Philip H. Peters, second vice president 
in charge of the Group sales and service 
department, told the Seminar that “it is 
important not to rest on our laurels, but 
rather to add to our training and share 
in our broadened knowledge.” 

The narrowing margin between gross 
premium and net costs and “the con- 
tinuing rapid expansion of benefits” were 
defined bv Edward A. Green, second vice 
president in charge of Group underwrit- 
ing and research, as the two basic trends 
in underwriting. 

Pointing to the great increase in vol- 
untary health coverage during the past 
two years, Victor A. Lutnicki, associate 
counsel, observed that this trend has had 
a marked effect in deterring the passage 
of legislation on compulsory cash_sick- 
ness coverage. 

The part that Group insurance can 
play in creating better relations between 
employer and employe was the subject 
of Asa P. Lombard’s talk to the Seminar. 
Mr. Lombard, second vice president in 
charge of the claim department, ex- 
plained the opportunities of the claim 
system in furthering good relations with 
employes. 

The Seminar heard from Morris Pike, 
second vice president in the actuarial de- 
partment, who reported on the U. S. 
Senate findings on voluntary health 
plans. Mr. Pike, who recently served as 
assistant director of the Senate commit- 
tee that looked into voluntary health in- 
surance plans, said that voluntary health 
plans are having a widening appeal to 
the American public. 

As an indication of the broadening 
scope of the district agent’s operation, 
George B. Thompson, Jr., director of 
agencies, observed that more than six 
million dollars of business insurance was 
produced by John Hancock _ district 
agents in the first quarter of 1951. Said 
Mr. Thompson: “Present day recruiting, 
selection and training methods have 





Cavanaugh Month Record 


Field representatives of Federal Life, 
Chicago, dedicate their production of 
new business during June to honor Pres- 
ident L. D. Cavanaugh during his birth 
month. This tradition is of long stand- 
ing and by their special efforts the field 
force has repeatedly set new records 
in production during the month of June 
in previous years, 

In 1950 a new record was set in the 
life department and also in the accident 
and health department which it was 
thought would stand for some time to 
come. In June of this year production 
of new business in both departments 
substantially exceeded the 1950 record. 

President Cavanagh will celebrate his 
37th anniversary with Federal Life in 
August. 


MARTIN AND FULLER DIE 

Chester S. Martin, 78, Northwestern 
Mutual Life, died at his home in 
Phoenix, Ariz., June 24. He started with 
the company in 1910 and was appointed 
general agent in 1924, retiring in 1943 
to become a personal producer. William 
W. Fuller, Fargo, D., a retired gen- 
eral agent, Northwestern Mutual Life, 


died in that city July 2. He started in 
1906 and was made general agent in 
1921, 


serving until 1929. 


John Hancock’s Fifth Group Seminer 





made the district agent an increasingly 
important factor in the development of 
the life insurance industry. Through his 
efforts, the great masses of American 
people have been educated to the benefits 
of life insurance. His weekly calls have 
made him an intimate friend of the 
family and often he is the person to 
whom they look for counsel and guid- 
ance. 

Emphasizing the part Group plans 
play in broadening the base of life in- 
surance coverage, thus providing an in- 
centive to build individual protection, R. 
Radcliffe Massey, vice president in 
charge of the general agency depart- 
ment, said that the record of Group in- 
surance is one of the strongest demon- 
strations that true social progress comes 
through the efforts of individuals, rather 
than through government. Said he: 
“What is most needed in America is in- 
dividual achievement, rather than radical 
changes in the structure of the state.” 

The talks by company officers were 
supplemented by discussions of such spe- 
cific problems as selling and installing 
association prospects, competition, sales 
approaches and wage stabilization, re- 
tention and dividends, and sales proce- 
dures. 


C. E. and H. P. Leak Retire 
From Jefferson Standard 


C. E. Leak, executive vice president 
of Jefferson Standard Life of Greens- 
boro, .N-..C.,: and. his ‘brother. .H. -P. 
Leak, vice president and treasurer, will 
retire under the company’s retirement 
plan July 1. Both have been connected 





Washington Developments 
a cm gt special panel set up 
y Wage Stabilization Board to deter- 
a whether wages in the insurance 
industry and others are exempted from 
price controls by the Defense Produc- 
tion Act should be subject to wage con- 
trols has been unable to reach agree- 
ment on the issue. 

The Senate Finance Committee has 
set July 17 to hear life insurance indus- 
try witnesses on proposals for perma- 
nent legislation for taxation of life in- 
surance companies. Scheduled to appear 
are representatives of LIAA and ALC, 
Acacia Mutual and Union Central. Claris 
Adams is chairman of joint tax com- 
mittee of LIAA-ALC. 

Commissioners committee on unau- 
thorized insurance, headed by Chairman 
J. Edward Day, Illinois, and Warren N. 
Gaffney, New Jersey, appeared before 
Office of Defense, Insurance Division, 
War Department, and explained situ- 
ation relative to insuring military lives. 
No. decision was made. 

Office of Price Stabilization ruled last 
week that insurance agents and brokers 
cannot be required to make public their 
commission rates. Insurance rates were 
exempted from price controls by the 
Defense Production Act, OPS stated, 
and the term “rates” has been inter- 
preted to include “commission rates.” 


Henry E. Niles to Serve on 


European Management Team 


Henry E. Niles, vice president, Balti- 
‘more Life, has been appointed a mem- 
ber of a five-man advisory team to 
assist the Economic Cooperation Ad- 
ministration in Western Germany, as 


‘part of our Government’s current pro- 


‘gram to improve industrial management, 








with the company for more than 40 production and _ living § standards in 
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The upsurge of interest in non- 
cancellable Accident and Health 
insurance has focused the atten- 
tion of progressive underwriters 
» on our position of leadership in 
t a specialized field. 


uc Peal Revere Life 


WORCESTER» MASSACHUSETTS 


- « President 


NON-CANCELLABLE ACCIDENT & HEALTH @ LIFE e GROUP 


Agency representation in the 48 states, the District of Columbia and Hawaii 





Des Moines General Agent 
For Kansas City Life 





LESLIE E. BALDWIN 


Baldwin as 
Life in 


Appointment of Leslie E. 
general agent for Kansas City 


western Iowa was announced recently 
by W. E. Bixby, president. Going to 
Kansas City Life with an _ extensive 


background in the selling field, Mr. 
Baldwin has been with a fraternal com- 
pany in Iowa for the last five years. He 
was among the top producers in that 
company and consistently qualified for 
the quarter million dollar club. 


French Now N. Y. Life 
Northern New Jersey Mgr. 


Four new branch managerial appoint- 
‘ments are announced by New York Life. 
They are Guy H. French for northern 
New Jersey; Jack Robinson for Wil- 
mington; L. Cleve Brown for Nashville, 
and Edwin D. McGwire for Arizona. 
Mr. McGwire has been northern New 
Jersey branch manager. 

Mr. French joined New York Life in 
1912 as a clerk in the Kansas City 
branch, later becoming cashier and as- 
sistant manager. Later, advanced to 
manager he serv ed the company in that 
capacity successively at Waterloo, Lowa, 
South Dakota and North Dakota. He 
became Arizona branch manager in 1948. 


Cerf Leads State Mutual 
For First Six Months 


Louis A. Cerf, Jr., general agent of 
he State Mutual at 90 John Street, 
New York, has been notified by the 
home office that his agency led the 
company in paid-for production for the 
first six months of 1951, exclusive of 
group and annuity business. Based on 
business paid for to date the Cerf 
Agency is $500,000 ahead of the next 
State Mutual agency in standing. Fur- 
thermore, its paid-for as of June 30 
represents 90% as much business as 
the agency produced for the entire year 


of 1950. 


Conn. Gen’! Woman Gets 
$1,000 for Group Life Idea 


Dorothy Wenzel, 20 Elm _ Plains, 
Windsor Locks, receives an award of 
$1,000 from Frazar B. Wilde, president, 
Connecticut General Life Insurance Co., 
for a suggestion which will facilitate 
the recording of Group insurance bene- 
fit payments. This award is unusually 
large for a suggestion on office proce- 
dures among the many concerns which 
have suggestion plans, and is the larg- 
est amount which has been awarded, to 
date, in the company’s plan. During the 
first six months of this year, awards 
have been paid for 126 suggestions. 
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EMPLOYERS LIABILITY 
SITUATION 

An interesting article on employers lia- 
bility England since 1948 
appears in the June 22 issue of The Post 
Magazine of that country. Although the 
transaction of employers liability insur- 
ance dates back to 1907 when the first 
comprehensive Workmen’s Compensation 
Act came into force, the last three years 


BRITISH 


insurance in 


have been transitional so far as practice 
of the business is concerned. Before July 
5, 1948, workmen’s compensation repre- 
sented the the policies 
issued in this branch of the business. 
Although liability at Common Law and 
under certain statutes was embodied in 
the indemnity granted thereunder, claims 
of this kind were rare until comparatively 
four decades it had 


main cover of 


recently. In the last 
possible by the 


statistics to compute, 


been compilation of 


elaborate with a 
reasonable degree of accuracy, the eco- 
nomic premium ratings for the various 
trade classifications, but this was almost 
entirely based on claims under the 
Workmen’s Compensation Acts. 

An important date was July 5, 1948. 
On that day the National Insurance Act, 
1946, and the National Insurance (Indus- 
trial Injuries) Act, 1946, came into force. 
The latter Act repealed the Workmen’s 
Compensation Acts and replaced the lia- 
bilities of employers thereunder by a 
social scheme for the payment of bene- 
fits to persons injured at work, which is 
administered by the Ministry of National 
Insurance out of a Fund created by con- 
tributions from employers, employed per- 
sons and the State. On the same day 
the Law Reform (Personal Injuries) Act, 
1948, also came into force. Its provisions 
included the abolition of the defense of 
common employment and the repeal of 
the Employers Liability Act, 1880. Com- 
mon employment had been a bar to many 
claims, on the basis that a person enter- 
ing any employment impliedly accepted 
the risk of caused by the fellow 
servants. 

Discussing the present situation Post 


injury 


Magazine says: 

When the changed position took ef- 
fect in 1948, insurers continued the 
existing policies, but the premiums were 
reduced to allow for the reduction in the 
cover. The rating of the various occu- 
pations proved very difficult since the 
experience up to that time of employ- 
ers’ liability claims had been limited, 
and the incidence of such claims in the 


future was a matter of great speculation. 
Further, the effect of the abolition of the 
defense of common employment was a 
matter of conjecture and the accident 
hazards in relation to workmen’s com- 
pensation liability were not a completely 
accurate guide in relation to employers’ 
liability. 

While after three years certain things 
are becoming clear, it seems probable 
that it will be some years yet before 
anything approaching a stabilized posi- 
tion will be revealed. During the re- 
mainder of 1948 the incidence of the 
claims was lower than anticipated. With 
the passing of time, however, there ap- 
pears to be an increasing number of suc- 
cessful claims brought on behalf of in- 
jured servants against their masters. A 
large number of these have come up 
for decision in the Courts and this has 
been a means of educating both work- 
men and their advisers in the possibili- 
ties of the new situation, particularly 
as a number of these judgments seem 
to have been unexpectedly favorable to 
the claimants. It is clear that this branch 
of the law is still in the course of being 
clarified and it seems likely that a con- 
siderable volume of expensive litigation 
will take place for some years yet, be- 
fore the position really becomes clear. 
A good example of the uncertainties of 
the present is to_be found in the recent 
case of Paris v. Stepney Borough Coun- 
cil, in which the House of Lords by a 
majority of three to two found in favor 
of the workman. In point of fact, nine 
judges in all tried the action in the vari- 
ous Courts, and a total of five were 
against the ultimate decision. 

Another factor which is causing con- 
cern is the difficulty of estimating the 
assessment of damages; There has been 
a marked increase in the sums awarded 
by the Courts, and in a number of cases 
the workman has beeen awarded dam- 
ages in excess of £10,000. This difficulty 
is revealed in the following case. On 
behalf of the employer and on the 
advice of counsel, £2,600 was paid into 
Court and the workiman’s advisers won- 
dered whether to accept it. Their coun- 
sel’s most optimistic estimate was £3,750, 
but the case was fought and just over 
£5,000 was awarded, against which an ap- 
peal was considered to be useless. 

The abolition of the defense of com- 
mon employment imposes an extra bur- 
den on employers, and thus on their 
insurers. In many cases there is no 
personal breach of duty by the employer, 
but, nevertheless, he is held to be vicari- 
ously liable ‘fr the negligence of another 
of his servants, . 

The Building Regulations, 1948, repre- 
sent a limited but definite factor in the 
trend of employers’ liability business. By 
these Regulations almost every building 
operation is fow subject to statutdry re- 
quirements in so far as safety is con- 
cerned and the number of successful 
claims based on breaches thereof is 
considerable. 





Thomas A. Bradshaw, James H. Cowles, M. Albert Linton. 


M. Albert Linton, president of Provident Mutual Life, who has returned from 
the meeting of International Congress of Actuaries held in Scheveningen, Holland, 
celebrated his 20th anniversary as president of that company on July 2. He is the 


third president of the company in its 86-year-old history. 


In above picture he is 


shown receiving congratulations from Vice President and General Counsel Thomas 
A. Bradshaw as Agency Vice President James H. Cowles looks on. Vice President 
Edward W. Marshall has also returned from the International Congress of Actu- 





aries. Both he and Mr. Linton presented papers there. 

Bruno C. Vitt, president of the Julius Ejisendrath, general agent, 
American Insurance Co. has been Guardian Life, New York, sailed this 
elected a director of the National New- week on the S.S. Brazil, with Mrs. 


ark and Essex Banking Co., Newark, 

J. Mr. Vitt fills the vacancy on the 
board caused by the recent death of 
Charles R. Hardin. Born in Italy, Mr. 
Vitt was educated in Georgia and en- 
tered the fire insurance business in 1912 
with the Georgia Home. He entered the 
employ of the Dixie Fire in 1917 and 
became affiliated with the American 
Insurance Group in 1929 when the 
American purchased the Dixie. In 1939 
he was elected a vice president of the 
American and moved to Newark. 

oe oe 

Henry J. Perry, Jr., has been made a 
partner in the local agency of Paul & 
Dixon of New Bedford, Mass. This 
agency will be 100 years old in 1952. 
Mr. Perry, son of Henry J. Perry, sen- 
ior partner in the agency, was grad- 
uated from New Bedford High School 
in 1932 and from the New Bedford 
Textile School in 1935. He entered in- 
surance that year with the American 
of Newark in Boston, specializing in in- 
land marine. After three years in the 
Army, 1942-1945, he joined Paul & 
Dixon. 

a 


E. Hurlimann, chairman of the Swiss 
Reirisdrance Co., said at the annual 
meeting of the company that its rela- 
tions with. German ceding offices have 
now been resumed. 

. me te 

James B. Donovan, general counsel of 
National Bureau of Casualty Underwrit- 
ers, has returned from San Francisco 
which he visited in connection with 
workmen’s compensation matters. 

* 


C: L. Northcote has been appointed 
fire reinsurance superintendent of the 
home office of Royal Exchange Assur- 
ance. 

i Tee: 

Hal B. Brown of the Imperial Life has 
been elected chairman of the Life In- 
surance Advertisers Section of the Ca- 
nadian Life Insurance Officers Associa- 
tion. 


Eisendrath, and they will visit a num- 
ber of South American countries. Mr. 
Eisendrath, who was born in Holland, 
and who entered life insurance in Min- 
neapolis where he first became a mil- 
lion dollar writer, has made frequent 
trips to the country of his birth. On 
several of these trips he has written 
a large amount of life insurance. 
"ee 


Mrs. Sadler Hayes, wife of the Penn 
Mutual Life’s le cading agent, was fea- 
tured in the current issue of Town and 
Country which ran a page picture of 
her in its articles about Junior League 
personalities. Mrs. Hayes joined Junior 
League when living in Asheville, N. C. 
Mr. Hayes is with the Carr R. Purser 
Agency, 280 Madison Avenue, New 
York. ea ee 

Herbert E. Evans, vice _ president- 
personnel of the Farm Bureau Insur- 
ance Companies, has been named to the 
additional post of vice president and 
general manager of the Peoples Broad- 
casting Corp. The broadcasting corpo- 
ration is owned by the policyholders of 
the Farm Bureau Insurance Companies 
and operates radio station WRFD, 
Worthington, Ohio, and WOL, Wash- 
ington, D. 

* * 

Charles A. Smith, who has been man- 
ager in London, England, of London & 
Lancashire since 1934, retired on June 
30 after service of more than 48 years. 
He has been elected to a seat on the 
company’s City of London board of di- 
rectors. Mr. Smith joined the company 
at its Liverpool office as a junior clerk. 
In 1925 he was made local manager at 
Leeds and become London secretary in 
1934. In 1948 his title was changed to 
London manager. A. E. Cleaver, assist- 
ant London manager, will succeed Mr. 
Smith as London manager. He joined 
the London office in 1920 and was ap- 
pointed fire superintendent in 1935. In 
1948 he became assistant London secre- 
tary and then was promoted to assistant 
London manager. 
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University Honors Robinson 

Walter Alfred Robinson, Insurance 
Commissioner of Ohio, has always been 
one of most enthusiastic alumnus of 
Miami University, Oxford, Ohio. That 
university awarded him the Bishop 
Alumni Medal at its recent commence- 
ment exercises. President of Miami 
University is Ernest H. Hahne. 

The Bishop Alumni Medal was estab- 
lished in 1936 as recognition of “meri- 
torious public service” performed by 
graduates or former students of the 
university—service rendered unselfishly 
and untiringly to the benefit of com- 
munity or state, or humanity generally. 
They are to identify members of the 
Miami alumni who have made their 
contribution to society and are men and 
women whom Miami and all their fel- 
low alumni delight to honor. 

The citation read: “In recognition of 
his contribution and long service as a 
public servant of our state, of his repu- 
tation for fair-mindedness and impar- 
tiality of his activities with the National 
Association of Insurance Commissioners, 
and of his helpful interest in alumni 
projects of the university, is awarded 
the Bishop Alumni Medal of 1951.” 

With the National Association of In- 
surance Commissioners Mr. Robinson’s 
chief outstanding activity has been as 
chairman of the Committee on Blanks. 

One of the leading figures in the fire 
insurance business who is a graduate 
of Miami University is Otho E. Lane, 
chairman of the executive committee of 
the Fire Association, Philadelphia. 


John P. Faude 


John P. Faude, who joined the home 
office law department of Aetna Affiliated 
Companies in June, 1934, and was ap- 
pointed assistant counsel of Aetna Casu- 
alty & Surety Co. in February, 1942, and 
of the Automobile and Standard Fire 
Insurance Companies in February, 1950, 
has specialized largely in the fields of 
casualty and property insurance. 

Mr. Faude represented the Aetna Life 
Group on the law, forms and other com- 
mittees of the National Bureau of Casu- 
alty Underwriters, Association of Casu- 
alty & Surety Companies, Massachusetts 
Automobile Bureau, National Automobile 
Underwriters Association, various state 
workmen’s compensation rating bureaus 
and National Committee on Uniform 
Highway Laws. 

He is a member of the Connecticut 
Bar, Insurance Section of American Bar 
Association, Hartford County Bar Asso- 
ciation and International Association of 
Insurance Counsel. In the latter asso- 
ciation he is chairman of Financial Re- 
sponsibility Laws Committee and at the 
recent meeting of the International: As- 











sociation at White Sulphur Springs he 
was elected a member of its executive 
committee for a three-year term. Articles 
from his pen have appeared in Insurance 
Counsel Journal, Proceedings of Insur- 
ance Section of ABA, Canadian Law 
Review, Connecticut Bar Journal and in 
some insurance publications. 

Mr. Faude is an instructor in insur- 
ance law, Hartford College of Insurance, 
his first lectures being in 1942. In pri- 
vate practice he has been consultant and 
draftsman on Connecticut municipal leg- 
islation. From 1942 to 1945 he was town 
attorney for Bloomfield, Conn. He is 
past vestryman, St. John’s (Episcopal) 
Church, West Hartford, and a member 
of the Hartford Golf Club. 

Mr. Faude was educated in Detroit 
and Yonkers public schools, Brown & 
Nichols School of Cambridge, Mass., 
Harvard College and Harvard Law 
School. He and Mrs. Faude have three 
children and live in Bloomfield, Conn. 

* * 


Commissioner Day of Illinois 

One of the Insurance Commissioners 
who quickly made a good impression on 
his confreres at National Association of 
Insurance Commissioners’ meetings is 
J. Edward Day of Illinois who was a 
Chicago attorney when Governor Stev- 
enson gave him the appointment as 
Director of Insurance. His father, a 
retired surgeon, now 82.years old, ran 
and owned a 30-bed private hospital in 
Jacksonville, Ill. 

Born in Jacksonville J. Edward Day 
went to high school in Springfield, II, 
where he was active in everything but 
athletics. He was valedictorian of his 
graduating class. Next, he attended 
University of Chicago where he was 
graduated in 1935 after attending the 
university three years. 

From University of Chicago he went 
to the Harvard Law School where he 


was legislative editor of the Harvard: 


Law Review, a monthly publication. 
Among those in the law school when 
Day was a student there was Adrian 
Fisher, now counsel of the State De- 
partment, and Jack Floberg who is 
Assistant Secretary of the Navy for 
Air. Another student who became a 
close friend was “Bill” Brown, Hono- 
lulu, who is now Hawaiian Insurance 
Commissioner. Day was treasurer of 
Lincoln’s Inn-Seeiety-for-a year while 
at Harvard Law. Brown was treasurer 
another year. ee : 
Two professors who made a deep im- 
pression on Day and helped him a lot 
were Bart Leach, author of “Law of 
Future Interest,” and Ernest Griswold 
who taught him in the subjects of 
Trusts and Federal Taxation. Griswold 
later became dean of the law school. 
Day went to Chicago and practiced 
law with Sidley, Austin, Burgess & 
Harper, where his work was largely in 
connection with public utilities and 
their securities, railroads and probate. 
Two years after going with the firm 
Day met Mary Louise Burgess, daugh- 
ter of Kenneth! F. Burgess of ‘the law 
firm, a graduate _of Vassar, and they 
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were married six months before he 
entered the Navy in World War II. 
They have three children, Geraldine, 8; 
Mary Louise, 4; and James Edward, 
Jts 2 

Joining the Navy as an enlisted man 
Day had four months of training and 
then went on inactive duty because of 
color blindness. In Washington he went 
with the Bureau of Aeronautics; did 
legal work in connection with training 
of pilots, his chief being Luis de Florez, 
now vice president of Doubleday Doran, 
book publishers. 

After that Day got back into active 
duty and saw service as an ensign on 
a submarine chaser in the Pacific. Dur- 
ing last six months of the war he was 
on a destroyer escort going back and 
forth to North Africa and when he got 
out of the Navy in 1945 he was a lieu- 
tenant. 

Returning to the same Chicago legal 
firm which had his services before the 
war he practiced for three years. In 
1948 Adlai E. Stevenson, a partner in 
the same law firm, was elected Gov- 
ernor of Illinois, and the latter asked 
Day to come to Springfield as his legal 
assistant, a position he held for 18 
months. On September 1, 1950, Gov- 
ernor Stevenson appointed him Director 
of Insurance. With the Commissioners 
Association he is chairman of Zone 4. 

One of the important performances 
of Mr. Day in Springfield was his work 
as executive secretary of the committee 
which recommended amendments to the 
Illinois constitution, the first amend- 
ments adopted in half a century. As 
Director of Insurance Mr. Day nas 
been a forceful figure. He has been 
principally concerned with some insur- 
ance carriers whose operations he did 
not regard as sound and a number of 
which he put in liquidation. 


* * * 


“Insurance Law Center” 

A vote is being taken among mem- 
bers of the insurance section of Ameri- 
can Bar Association to determine 
whether it is practical and desirable 
to establish an “insurance law center” 
where there would be available insurance 
case briefs and other material affecting 
insurance litigation. The idea was in- 
formally discussed in rooms at Interna- 
tional Association of Insurance Counsel 
which met at White Sulphur Springs last 
week of June. One proponent thinks the 
Insurance Society of New York might 
be an appropriate place for the “insur- 
ance law center” if the idea of the 
center meets with approval. Some insur- 
ance lawyers are vigorously opposed to 
the proposition. If the present balloting 
demonstrates that this attitude is the 
prevalent one the matter will be dropped. 





Barton’s Hartford Editorial 

When the editor of the Hartford 
Times recently asked Bruce Barton to 
write a guest editorial about that city 
he couldn’t have found a man who could 
write a better one. And Barton, who is 
antipodal to cliches, came through with 
such a clever piece, headlined by him, 
“The Capital City of Faith,” that the 
Hartford Times has circulated it all 
over the country. 

In Hartford as a speaker at the 
Phoenix Mutual Life’s centenary, Bar- 
ton is head of the New York advertis- 
ing firm of Batten, Barton, Durstine & 
Osborne, Inc. He has written books 
with tremendous circulation. Long ago 
he demonstrated that he was an out- 
standing salesman. Incidentally, he was 
a member of Congress. 

Barton’s theme that Hartford is a 
capital city of Faith grew out of his 
observation that hundreds of thousands 
of Americans send immense sums of 
money to Hartford every year for in- 
surance protection; do so because they 
know that they are safe in believing 
that their dollars will carry out their 
mission. For the most part these policy- 
holders have never visited the city 
where the insurance company is domi- 
ciled; have never met the men to whom 
they send their premiums, “but so in- 
grained is their faith that it never oc- 
curs to them to question for one minute 
the perpetual security of their savings,” 
Barton said. 

After telling why he became a con- 
vert to insurance, and because also his 
insurance ownerships have always en- 
abled him to sleep better at night the 
author-ad man handled the subject from 
another angle, the contrast between the 
validity of insurance company promises 
and those which often originate at the 
national capital. With respect to that 
theme he said: E 

“Only one thought rises up to dilute 
my pleasure in my visits to Hartford. 
I am reminded unhappily that during 
these many years, when the faith of our 
people in their insurance companies has 
grown so steadily, their faith in their 
government has not kept pace. They 
believe every promise that comes out 
of Hartford; all too many have grown 
cynical about the promises that come 
out of Washington. 

“As the total of policyholders, and 
common stockholders, has increased— 
mirroring a broadening faith in the 
integrity of American business manage- 
ment—the percentage of people who 
vote, and thus reflect a faith in the 
integrity and efficiency of. politics and 


(Continued on Page 25) 
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Canadian Adjustment 
Bureau Is Successful 


TO OPEN BRANCH IN TORONTO 


Bethune Elected as New President; 
Retiring H-ad, Alfred Campbell, 
Tells Why Bureau Is Needed 


Success achieved by the Montreal 
office of Underwriters Adjustment Bu- 
reau, Ltd, since its formation six 
months ago is a factor in the decision 
of the directors to open an office in 
Toronto in the near future, Alfred Camp- 
bell, Montreal, the retiring president 
told shareholders attending the first an- 
nual meeting. 

The bureau is owned by more than 100 
fire and casualty insurance companies 
and now is doing a substantial amount 
of the adjusting work necessary in 
Montreal and surrounding area. 


New Officers and Directors 


Officers elected for 1951 are president, 
Norman G. Bethune, Toronto, Home In- 
surance Co. of New York; first vice 
president, A. Campbell, Montreal, North 
British & Mercantile; second vice presi- 
dent, J. H. Harvey, Toronto, Great 
American. 

Executive committee: Mr. Bethune; 
Mr. Campbell; Mr. Harvey; S. M. 
Elliott, Montreal, Phoenix of Hartford; 
R. H. Leckey, Toronto, Aetna Insurance 
Co.; and O. W. Dettmers, Montreal, Wil- 
lis F e's & Co., Canada, Ltd. Manager 
is C. Turner and secretary treasurer, 
F. a Gray. 

Directors—for three years: R. H. 
Leckey, Toronto; E. Crevier, Montreal; 
G. B. Kenney, Toronto, R. M. Sketch, 
Toronto and J. A. Guindon, St. Hya- 
cinthe. 

For two years: A. Campbell, Montreal; 
S. M. Elhott, Montreal; O. W. Dett- 
mers, Montreal; J. W. Harvey, Toronto, 
and Norman G. Bethune, Toronto. 

For one year: J. A. Blondeau, Mon- 
treal; Charles Curtis, Montreal; W. E 
Baldwin, Montreal; R. P. Simpson, 
Toronto, and J. H. Riddel, Toronto. 

The new president, Mr. Bethune, is 
also president of the Canadian Under- 
writers Association. He was elected 
early this month at the annual meeting 
held at Montebello. 


Campbell on Need for Bureau 


“For years we hesitated to inaugurate 
a bureau in Canada, and we need not 
enumerate the varying considerations 
which deterred us from getting started,” 
Mr. Campbell stated. “It was clear, how- 
ever, that the system in Canada for 
adjustment of insurance losses was any- 
thing but perfect, and there were many 
difficulties in the way of assuring all 
agents and areas of Canada a continuous 
high standard of adjustment service. 
That we would have, and have had some 
growing pains is understandable, and 
we thank the supporters of the bureau 
for their cooperation during the short 
period in which we were bedding down. 
Staff and housing problems were not 
easy of solution, but I think we can now 
conservatively say that the groundwork 
has been well laid, and from here in we 
should go from strength to strength. 

“Short of the establishment of a well- 
managed bureau we could not see any 
satisfactory future for the adjustment 
service in this country. In the long run 
it is obvious that we must answer not 
only to ourselves as companies for an 
over-all efficient operation, but also to 
the agents, the public and their repre- 
sentatives of the various governments, 
who are entitled to rely on our vigilance 
to ensure that the adjustment service 
and the payment of losses leave nothing 
to be desired and that these services are 


PHOENIX SELLS BUILDING 


Home Office Structure in Hartford 
Bought by Automobile Ins. Co.; 
Phoenix Erecting New Building 


The home office building in Hartford 
of the Phoenix-Connecticut Group, lo- 
cated at Elm and Trinity Streets, has 
been sold to the Automobile Insurance 
Co, of Hartford. President John A. 
North of the Phoenix and Morgan B. 
3rainard of the Aetna Life Affiliated 
Companies, announced the sale last 
week. It is expected that the Phoenix 
headquarters will be occupied by the 
home office staffs of the Automobile and 
the Standard Fire early next year, short- 
ly after the Phoenix takes occupancy 
of its new building on Woodland Street. 

Following completion of a_ projected 
new wing which will be built by the 
Aetna Life the staffs of the Automo- 
bile and the Standard Fire will return 
to the Farmington Avenue home office. 

Built in 1916, the four-story Phoenix 
Building faces on Trinity Street and 
provides approximately 56,000 square feet 
in floor space, which is needed by the 
Automobile and the Standard Fire, pend- 
ing completion of the new wing to the 
Aetna’s home office two years hence. 

Air-conditioned throughout, the Phoe- 
nix Building has facilities for approxi- 
mately 500 employes. The site of the 
building has a 142 foot front on Trinity 
Street and runs to a depth of 260 feet 
on Elm Street. 


AIU Enters Firemen’s in 
Jamaica; Agent Appointed 


The American International Under- 
writers announces that the Firemen’s of 
Newark has been entered in Jamaica, 
British West Indies, and Harry Ed- 
mondson has been appointed agent, in 
Kingston, the capital. 

AIU m: anages the foreign business of 
11 American insurance companies, in- 
cluding the Firemen’s. Under the entry 
provisions the Firemen’s can write fire, 
marine, casualty and automobile insur- 
ance on the island. 





carried out on the most economic level. 
“It has come to our notice that some 
misguided field men of non-member com- 
panies have thoughtlessly tried to capi- 
talize on the competitive features of the 
situation as between the bureau and in- 
dependent adjusters by their interpreta- 
tion of the respective merits of the serv- 
ices of each to the assyred and agent. 
No thinking person would but admit how 
ill-advised this is, and I would most re- 
spectfully suggest to responsible man- 
agement to kindly use their influence to 


prevent thoughtless action of this kind.” 


. profit. 


CANADIAN FIRE PROFITS DROP 


Only Hope for 1951 Is Improvement in 
Loss Ratios J. E. Haskins Tells 
Dominion Board 


There was no profit made underwriting 
fire insurance in Canada last year, J. 
E. Haskins stated in his presidential 
address before the Dominion Board of 
Insurance Underwriters. Fire and cas- 
ualty companies in the Dominion, he 
said, can only hope that an improvement 
in the fire and accident wastage through- 
out the country will obviate the need 
for any further upward revision in 
rates. 

During the past year, he said, gen- 
eral rate levels in Canada have been 
under review by committees of the board, 
and while it was necessary to make some 
adjustments on certain special classes, 
there has been no general increase in 
rates “despite the fact that there was 
no underwriting profit on fire business 
last year.” 

Stressing that any necessary adjust- 
ments were made on a scientific basis, 
he pointed out that the 200-odd fire 
and casualty companies operating in 
Canada make an average profit of 3% 
to 4%, “not unreasonable when the risk 
to which the capital invested is con- 
tinuously subjected is taken into con- 
sideration.” 

Mr. Haskins said 
comparing claims paid 
miums collected left a 
of company earnings. “The general pub- 
lic,” he said, “is inclined to interpret a 
loss ratio of 50% as meaning that, apart 
from a few incidental expenses, the bal- 
ance of the premium dollar is left as 
Nothing is further from the truth. 


methods of 
out with pre- 
distorted view 


that 


Boston Agency Appoints 
Franks Asst. Marine Und. 


James Simpson & Co., Inc., Boston 
general agency, has named William S. 
Franks as assistant marine underwriter. 
Mr. Franks was graduated from Tabor 
Academy in 1945 and from Yale School 
of Engineering in 1949. He lives in 
Plymouth, Mass., where he is active in 
community activities. He received his 
initial insurance training under his fa- 
ther, William H. Franks, Jr., prominent 
Boston insurance broker. 

Later, he received a thorough training 
in marine insurance at the Atlantic 
marine department of the Fireman’s 
Fund in New York where he worked 
closely with Louis W. Niggeman, ma- 
rine vice president of the Fireman’s 
Fund. More recently, he has been en- 
gaged in direct production in Boston. 


BROOKER AMERICAN SPECIAL 


The American Insurance Group of 
New Jersey announces appointment of 
Warren E. Brooker as special agent 
for the Cuyahoga County, Ohio, terri- 
tory, thus enabling Special Agent 
Thomas Hutch, who has carried an 
extra load during the past year, to con- 
centrate his attention to the northeast- 
ern Ohio field outside Cuyahoga County. 
Mr. Brooker is a native of Cleveland. 








REINSURANCE 


LONDON «+ TORONTO - 





116 JOHN STREET, NEW YORK 38, N. Y. 
PARIS 





¢ VANCOUVER «+ SYDNEY 








CARLAN H. GOSLEE HONORED 


Marks 50th Anniversary With Phoenix- 
Connecticut Group; Supervises Place- 
ment N. Y. Brokerage Lines 


Carlan H. Goslee, agency supervisor 
for the Phoenix- Connecticut Group, was 
honored on July 2 in the offices of Pres- 
ident John Alden North for 50 years of 
service with the company. A gold watch 
was presented to him at the ceremony 
and a luncheon held in his honor at the 
Hartford Club was attended by a group 
of business associates. 

He entered the employ of- the Con- 
necticut Fire on July 8, 1901, and served 
as examiner of New York City, Brook- 
lyn, Long Island, Westchester, Putnam 
and Rockland counties. He was-subse- 
quently appointed agency supervisor for 
the same territory. On the establishment 
of a New York metropolitan department 
for the Phoenix - Connecticut Group, he 
was appointed to act as liaison between 
the home office and the branch office. 

During the second World War Mr. 
Goslee was charged with the duties of 
the War Damage Carporation’s opera- 
tions for the company’s home office. 
Since 1946 he has supervised placement 
of the New York metropolitan: depart- 
ment brokerage business. 

Mr. Goslee, born jn Glastonbury, 
Conn., has made his home in Windsor, 
Conn., for more than 60 years. He is a 
former chief of the volunteer fire depart- 
ment of Windsor, served as prosecutor 
and was subsquently deputy judge of the 
Windsor Court. He represented the 
township in the 1945 and 1947 sessions 
of the legislature. 


“Collier’s” Article on 
Surveying Hospital Hazards 


The weekly magazine 
tures an excellent article on “Our Fire- 
trap Hospitals” in the current, July 14, 
issue. Written by Miriam Zeller Gross, 
the article points out that “nine out of 
ten U.S. institutions for care of the ill 
are so badly built or protected they 
virtually invite disaster, a survey shows.” 

After citing existing hazards “Col- 
lier’s” describes the national hospital 
survey now being conducted by the Na- 
tional Board of Fire Underwriters. The 
article tells what National Board engi- 
neers have discovered in inspecting hos- 
pitals and cites figures of the National 
Fire Protection Association on fires. 


“Colliers” fea- 


Richter Mgr. Minnesota 
Dept. Rating Division 

A. Herbert Nelson, Commissioner of 
Insurance, announces appointment of 
Charles Richter as manager of the rat- 
ing division of the Minnesota Depart- 
ment of Insurance. Mr. Richter returns 
to the Department after an absence of 
five months. He was assistant manager 
of the Insurance Department Rating 
Division for two years prior to his leave 
of absence. 

Mr. Richter went to the Insurance 
Department after 25 years of experience 
in rating work with the Hardware Mu- 
tual of Minnesota. 


N. Y. Board Directors 


President Victor Kurbyweit has ap- 
pointed the following as members of the 
board of directors of the New York 
Board of Fire Underwriters: Henry E. 
Frost, president, Hoey, Ellison & Frost, 
Inc.; Sinclair T. Skirrow, vice president, 
Great American; T. Morgan Williams, 
vice president, Home. 


KNIEF JOINS NATIONAL FIRE 


E. H. Forkel, vice president of the 
National of Hartford Group, announces 
appointment of Donald S. Knief as 
state agent for eastern Michigan. He 
will be associated with Wayne County 
Superintendent F. E. Greene at the 
National of Hartford Group’s head- 
quarters in the Buhl Building, Detroit. 
For several years Mr. Knief has been 
connected with the Michigan Inspection 
Bureau. 
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Small Companies Face Difficulties 


In Meeting Multiple Line Problems 


In numerous states small fire compa- 
nies are seriously worried by the ad- 
vance of multiple line underwriting. 
Organized many years ago, especially 
in the case of the hundreds of county 
mutuals, they have done business over 
the decades in the limited way fixed for 
them by legislative statute prior to 
legalizing of multiple line underwriting. 
They have written fire and some allied 
lines, and by careful underwriting have 
made reasonably good profits. 

The first big worry for these insurers 
was the losses arising from windstorms, 
especially for those companies who ex- 
panded their extended cover business. 


Particularly troubled were companies 
which limited their underwriting to 
relatively small areas, all of which 


might be hit by a single windstorm. 
Massachusetts Problem 

Now, with multiple line underwriting 
growing these insurers face statutory 
requirements which many cannot meet 
if they wish to expand their business 
to all lines of insurance. The situation 
is touched on in the Insurance News 
Letter of the New England agency 
mutuals which describes the situation in 
Massachusetts as follows: 

“Massachusetts law already provides 
that companies may issue multiple line 
policies, provided they can qualify un- 
der certain conditions, principally that 
they shall have a surplus of one million 
dollars or more. Such authority has not 
been issued by the Insurance Division 
heretofore because of the restrictions 
contained in Section 22A. It is to be 
assumed that such authority will now 
be issued to qualified companies who 
request it. 

“For some time there has been a 
growing public demand for a type of 
policy that would provide insurance 
against all types of perils, especially for 
the small home owner and other prop- 
erty used for dwelling purposes. The 
insurance industry can and should pro- 
vide this type of coverage and has made 
a start in this direction by developing 
several types of endorsements intended 
to be attached to the fire insurance 
policy. These are called all-risk types 
because, when they are attached to the 
fire insurance policy, which already has 
an extended coverage endorsement at- 
tached, they insure dwelling property 
against most of the hazards which 
cause loss and damage. 

“Under present Massachusetts law, 
these endorsements must be considered 
as multiple line coverages, because they 
include certain types which are defined 
as casualty coverage, even though no 
third party liability is provided, and for 
this reason the Insurance Division may 
not issue a company certificate to un- 
derwrite these endorsements unless the 
company has a surplus in excess of one 
million dollars. 

Companies and Agents Hit 

“An emergency therefore exists, be- 
cause many fire insurance companies 
doing business in Massachusetts do not 
have a million dollars of surplus and 
cannot qualify under the present law. 
The situation is extremely serious be- 
cause the principal business of these 
small companies is insuring dwelling 
houses and contents. Unless the law is 
amended, these small companies will be 





New Jersey Automatic 


Reinstatement Clause 


The New Jersey Fire Insurance Rat- 
ing Organization has authorized the 
following automatic reinstatement of 
loss clause: “The reduction(s) in the 
amount of this policy resulting from 
loss hereunder shall be automatically 
reinstated to the extent of, and concur- 
rently with, the repair or replacement 
of the property damaged or destroyed.” 


in a situation whereby they may issue 
policies covering only a part of the 
insurance on their principal lines of 
business, while the larger companies 
may issue full coverage. This situation 
will not only affect the premium in- 
come of the small companies and en- 
danger their stability, but will also have 
a ruinous effect on their agency sys- 
tems—and on agents as well. 

“Tt calls for emergency legislation and 
the Massachusetts legislature, recogniz- 
ing this fact, has admitted under a sus- 
pension of its rules, a bill to correct it. 
The bill was referred to the Joint Com- 
mittee on Insurance. This legislation 
should be speedily enacted. The integ- 
rity of these small companies, many of 
whom have been doing business in 
Massachusetts for more than 100 years, 
is at stake.” 


Florida Adjusters Elect 


McElveen as President 


Thomas M. McElveen of Miami has 
been elected president of the Florida As- 
sociation of Independent Insurance Ad- 
justers, succeeding Thomas J. Hollis of 
Orlando. At the annual meeting held at 
Miami Beach other officers elected are 
Josepk D. Pomeroy, Pensacola, first vice 
president; John T. Seweli, Tallahassee, 
second vice president, and Walter Fos- 
ter, Miami Beach, secretary-treasurer. 

he adjusters went on record as ap- 
proving the Florida Insurance Depart- 
ment’s stand on screening adjusters ad- 
mitted to the state for disaster work. 
The Department plans to issue a permit 
to each non-Florida adjuster for dura- 
tion of an emergency. The aim is to 
curb operations of “fly-by-night” op- 
erators who have entered the state fol- 
lowing hurricanes in previous years and 
have caused considerable trouble. 


National Board Standards 
On Sprinklers, Fire Pumps 


The National Board of .Fire Under- 
writers has just published three book- 
lets containing fire prevention standards 
recommended by the National Fire Pro- 
tection Association, One, containing over 
60 pages, is “Standards for the Installa- 
tion of Centrifugal Fire Pumps.” An- 
other, with 115 pages, is “Standards for 
the Installation of Sprinkler System,” 
and the third, of 20 pages, is “Standards 
for the Storage, Handling and Process- 
ing of Magnesium.” National Board of 
Fire Underwriters headquarters are at 
85 John Street, New York City, with 


branch offices in Chicago and San Fran- 
cisco. 








PRITCHARD anpd BAIRD 


STUDY WINDSHIELD FAILURES 





Armour R ch F dation in Chi- 
cago Seeking Stronger, Ice-Free 
Windshields for Airplanes 
_ Stfonger, ice-free windshields for mil- 
itary airplanes may result from current 
research at Armour Research Founda- 
tion of Illinois Institute of Technology 
in Chicago. Studies of why laminated 
windshields fail and how to heat them 
to prevent icing were described by Wil- 
liam E. Lauterbach, research engineer 
at the foundation. Sponsor of the long- 
term project is the Wright Develop- 
ment Center of the Air Research and 

Development Command. 

The goal of the program is an elec- 
trically-heated, ice-free, failure-proof 
windshield, Mr. Lauterbach said. Foun- 
dation scientists will prepare specifica- 
tions for aircraft manufacturers to fol- 
low in designing windshields, both 
standard and bullet-proof, for military 
planes. 5 

The researchers also are striving to 
develop a better method of mounting 
the windshields in the planes. Since 
little has been written on how and whv 
windshields fail, the first step was to 
compile data on weather conditions that 
a windshield meets in dry air, when 
flying into or through a cloud, and 
standing on the ground in sub-zero 





temperatures, soaking up cold (engi- 
heers call this “cold soak”). 

Using this data, foundation experts 
made theoretical studies and devised 
laboratory tests to determine stresses 
occurring in a_ typical windshield in 
service. Their stress analysis studies 


were similar to those used by industry 
to achieve stronger, lighter machine 
parts. 


Home Changes in South 

The Home Insurance Co. announces 
promotion of Fred L. Seaman to state 
agent at the Monroe, La., office. Mr. 
Seaman will make his headquarters at 
310 Ouachita National Bank Building, 
and will serve under Manager M. W. 
Sykes of New Orleans. 

The Home also announces transfer of 
Dana E. Jester, Sr., from staff adjuster 
to special agent in the recording depart- 
ment at the Birmingham, Ala., office. 
Mr. Jester will operate under the super- 
vision of Manager J. C. Rousseau at 
801-806 Jackson Building, Birmingham. 


ARTHUR E. STEAD DIES 
Arthur Edwin Stead, 39, insurance 
manager for Massie and Renwick Ltd., 
Toronto, Ont., died June 28. Mr. Stead 
was born in Winnipeg, going to Toronto 
31 years ago. He was previously em- 
ployed by the Canadian Indemnity Co. 


BINKS HEADS OTTAWA AGENTS 

J. Stuart Binks has been elected pres- 
ident for 1951-52 of the Ottawa Insur- 
ance Agents’ Association. The vice pres- 
idents are T. Harold Ewan and Merrill 
G. Tucker. Directors include Thomas 
Reddick, Leonard May and Bert White. 
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Boggs Excelsior Special 
In Michigan and Indiana 


The Excelsior of Syracuse, N. Y., has 
appointed " Allan C. Boggs, Jr, special 
agent in Michigan. John B. Irish, who 
formerly supervised Illinois and Michi- 
gan, will now devote all his time to the 
former state due to an_ increasing 
amount of business. Mr. Boggs will 
handle Michigan and the northern part 
of Indiana, with headquarters at South 
Bend, Ind. The Excelsior is now enter- 
ing Indiana for the first time. 

A native of Indiana, Mr. Boggs was 
graduated from high school’ in South 
3end and then attended Purdue Uni- 
versity until 1938. Since that time he 
has had considerable insurance experi- 
ence, having been a claims adjuster for 
the Travelers for four years, associated 
with an insurance agency in Kendall- 
ville, Ind., for two years, and _ since 
1948 with the Underwriters Adjusting 
Co. in the South Bend office. 


Best Fire Photos Are 
Issued in Booklet by NFPA 


So much interest has been shown in 
the photographs which were submitted 
in the nationwide Fire Foto of the Year 
contest jointly sponsored by the National 
Press Photographers Association and 
the National Fire Protection Association 
that the NFPA has published the best 
photos in handsome booklet form for 
general distribution. 

This edition is particularly noteworthy 
in that it is the first time a work of 
this magnitude has been done on a Fair- 
child Scan-a-graver, and, because of the 
new process, the pictures have extraor- 
dinary depth of contrast. 

This plastic ring bound book, full of 
sensational new fire photographs, is 
available from the NFPA executive of- 
fices at 60 Batterymarch Street, Boston 
10, with attractive discounts for quanti- 
ties. The price is $1 a copy. Each picture 
bears a caption giving the place and 
date of the fire as well as its cause and 
the loss incurred. The sources of all the 
pictures (photographer and publication) 
are carefully listed so that anyone inter- 
ested in using any of them may go di- 
rectly to their origin. 


Hunt Joins Atlantic Cos. 

Robert F. Hunt has joined the New- 
ark office of Atlantic Companies as cas- 
ualty special agent. He entered the in- 
surance business in 1938 and most 
recently was with the American Associ- 
ated Group in Newark. 

Manager of the Newark office of the 
Atlantic Companies, located at 17 Acad- 
emy Street, is Donald F. Walker. 


Lawrence W. Miles Dies 

Lawrence W. Miles, vice president of 
Joseph Froggatt & Co., Inc., New York 
City, died July 9 at Jamaica Hospital, 
Jamaica, Long Island, after a long ill- 
ness. He was 45 years old. Mr. Miles 
who held certified public accountant 
dégrees from New York, Michigan and 
Illinois, was educated at the law school 
of St. John’s College, Brooklyn, and 
the finance school of New York Uni- 
versity. 

He joined Froggatt & Co. in Decem- 
ber, 1927, as a public accountant, and 
served successively as manager in Phil- 
adelphia and Boston and assistant sec- 
retary and vice president in the New 
York office of the firm. Surviving are 
his widow, Anna Rooney Miles; his 
mother, Alice M. Miles, and two 
brothers, Francis J. Miles of La Habra, 
Cal., and Roy W. Miles of North Mer- 
rick, N. Y 


DURHAM AGENCY CHARTERED 
Richardson Insurance Agency, Inc., of 
Durham, N. C., has obtained a charter 
from the Secretary of State to engage 
in the insurance ‘business. Authorized 
capital stock is $100,000. A ig stot 
are Virginia Richardson, S. ‘C. Harward 
and F. L. Fuller, Jr., all of Durham. 
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Campbell Tellman, Syracuse, Shows 
How Young Agent Can Gain Success 


How a successful young insurance agent 
has advanced from apprentice to partner in 
five years is told in an interesting article in 
a recent issue of “The Hartford Agent.” 
The producer in question 1s Campbell Tell- 
man, who is today v ce president of the 
Syracuse, N. Y.,agency of Gere & Stohrer, 
Inc. Showing what opportunities are open 
to the young and alert producer and how 
he can get started in insurance the “Hart- 
ford Agent” says: : oop 
' Upon his discharge from service in 
1946, Campbell Tellman entered the in- 
surance business with no previous knowl- 
edge or experience. By, 1950 he was writ- 
ing $44,000 annually in premiums and 
1951, he became a 


as of January 1, Ban! : 
partner in the firm of Gere & Stohrer, 
Inc., general agents in Syracuse, New 


York. 

The secret of his success? q 

Aggressive Search for New Business 

Part of it, without question, lies in 
straightforward, friendly 
personality. Tellman likes people, is in- 
terested in them, and goes out of his 
wav to see them. Another tactor behind 
his success is his continual and aggres- 
sive search for new business. He cannot 
pass a business concern, store, or plant 
without wondering “What sort of insur- 
ance does this outfit carry?” And _ his 
wondering usually lead to inquiry—in- 
quiry to a survey—and a survey to sales, 

Prior to World War II, “Camp 
pounded the sidewalks as salesman for 
an office supply firm. That’s how he 
learned how to knock on doors and 
solicit new business. ; 

After four years in khaki putting down 
the Japs, he became curious about the 
possibilities of insurance as a career. He 
knew nothing about insurance but it 
looked like an interesting and challeng- 
ing way to make a living. 

Immediately upon his discharge from 
the U. S. Army he enrolled in an eight 
weeks’ training course sponsored by the 
New York State Local Agents’ Associa- 
tion. Then he dug into the National 
Association’s “100-Hour Course” outline. 
He studied night and day for three 
months straight and passed his broker’s 
license examination with flying colors. 

The next step was to find an agency 
connection. For a month he persistently 
called on Charles Gere, owner of the 
Gere & Stohrer agency. The agency has 
represented the WHartford Fire since 
1839 and the Hartford Accident and In- 
demnity since 1923. Finally Mr. Gere 
agreed to give Camp a trial. “We’ll take 
you on for six months and see how you 
measure up,” Mr. Gere told him. Un- 
fortunately Mr. Gere did not live to see 
Mr. Tellman made a partner. He died 
suddenly in September, 1949. 

The pay arrangement was worked out 
with the Veterans’ Administration on 
an “On the Job Training Program.” It 
Was a meager existence for a married 
man with his own home. “We could 
make no allowance for extras,” Camp 
relates. “Just the bare necessities.” His 
initial agency duties included running 


his rugged, 


errands, collecting delinquent accounts, 
and developing new business. 

Camp was not a native of Syracuse. 
He had no long list of ready-made con- 


nections. He figured up the number of 
acquaintances in the Syracuse area and 
could think of only 92 persons. But at 
least that was a start. He called on all 
of them and asked them for business. 

Right on the spot he picked up a few 
orders in this way from several of his 
friends, Others told him to come back 
in two, three, or four months and they’d 
give him their automobile, liability, or 
burglary business at renewal time. 

But soon he had exhausted completely 
the production of possibilities of his 92 
acquaintances. Where to go next? 
Where could he find new people on 
whom to call? 

A lot of new people were coming into 
Syracuse. The city was booming. Gen- 
eral Electric was building a new plant 
and hundreds of their employes were 
being transferred from other cities into 
the area. Bristol-Myers was putting up 
a new laboratory to manufacture peni- 
cillin. The University was tripling its 
staff to accommodate the flood of GI’s 
who were seeking further education in 
Syracsue. It struck Camp suddenly that 
every newcomer was a potential cus- 
tomer! 

Every night Camp scanned the news- 
papers for mention of new arrivals in the 
city. Any newcomer whose name ap- 
peared in either the Syracuse Post- 
Standard or the Syracuse Herald-Ameri- 
can received a letter of welcome from 
him. In the letter he not only wished 
the newcomer well, but briefly men- 
tioned insurance. A few days after send- 
ing out the letter he dropped in on the 
newcomer at his home. 

Invariably the new arrivals in Syra- 
cuse were happy to see him. They appre- 
ciated the friendliness of his call. They 
were happy to talk to some one who 
could answer their hundreds of ques- 
tions about Syracuse and the surround- 
ing area. And once these questions were 
taken care of, they were ready and 
willing to discuss their insurance needs. 


As_a service, Camp helped them get . 


their policies transferred to their new 
locations—and of course was “Johnny- 
on-the-spot” to handle their expirations. 


Surveys Open Doors of Industrial 
Concerns 


At this point Camp wanted to corner 
some larger risks. “Every time I walked 
past an industrial concern or a manu- 
facturing plant or a business office, I 


(Continued on Page 25) 





FIREMAN’S FUND CHANGES 





David J. L. Sherwood Supt. of Produc- 
tion in Eastern Dept.; Walter F. 
Tolman Special in Connecticut 
The Fireman’s Fund announces ap- 
pointment of David J. L. Sherwood as 
a superintendent of production in the 
Eastern fire department at Boston. His 
duties will include development of pro- 
duction in the field and the department 
office. Mr. Sherwood was educated at 
Rutgers University and Boston Uni- 
versity and joined the Fireman’s Fund 
Group in 1946. Two years later he be- 


Elected President of 
Zweig, Smith & Co., Inc. 
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CHARLES D,. FRASER 


Charles D. Fraser, for many years a 
well known agent in Manhattan and 
Brooklyn, has been elected president, 
treasurer and a director of Zweig, Smith 
& Co., In¢. 85 John Street, New York 
City, succeeding the late A. J. Smith. 
Carolyn E, Smith, a sister of Mr. Smith, 
has been named vice president and a 
director. Miss Smith has also been 
named a vice president and a director 
of the Smith-Fraser Agency, Inc., gen- 
eral agents for the Continental Assur- 
ance in the life and accident and sick- 
ness fields. 

Mr. Fraser is president of this life 
agency and will continue as president of 
his own fire and casualty agency, Chas. 
D. Fraser & Co., Inc., 75 Maiden Lane. 

Other officers of Zweig, Smith & Co. 
are Gunther Sunderhauf, secretary, and 
A. J. Anderson, assistant secretary. 

Mr. Fraser became president in 1945 
of the Charles D. Fraser & Co., Inc. 
which was formerly Mills-Honness & 
Fraser, Inc., general New York City 
agency for fire and casualty insurance. 
Mr. Fraser also has had offices in Brook- 


lyn. He is a member of the E. J. Bell 
Post of, the American Legion, of the 
Insurance ‘Anchor Club and is a former 


president of the Brooklyn agents’ asso- 
ciation, 


Buys Newport News Agency 

Caleb D. West, Jr., of the firm of 
Caleb D. West & Co., Newport News, 
Va., has announced purchase by his 
company of Hundley & Applewhite, Inc., 
also of Newport News. Mr. West stated 
that the merger would become effective 
July 1, and that the firm would operate 
under the name of Caleb D. West & Co., 
and would still be headed by C. D. West, 
Sr, and C. BD: West,. Jr: 

Mr. West also announced the associa- 
tion with his company of John P. Har- 
rison of Norfolk, Va. Mr. Harrison, a 
native of Newport News, was formerly 
connected with the Firestone Stores, 
Inc., in the sales department. He will 
be associated with Caleb D. West, Jr., 
in the insurance department of the West 
enterprises. - 





came special agent in Connecticut, which 
post he will relinquish this month. 

Walter F. Tolman, who has been spe- 
cial agent in northern New Hampshire 
and Vermont, is being transferred to 
Connecticut to succeed Mr. Sherwood. 
Mr. Tolman has served the Fireman’s 
Fund for several years both in the office 
and in the field. He joined the compa- 
nies in 1938 and served in various un- 
derwriting capacities until 1941. After 
four years’ with the U. S. Army he 
became special agent in New Hamp- 
shire and Vermont, with headquarters 
at Claremont, N. H. 








Bruchs Branch Office Head 
Of Schiff, Terhune & Co. 


Colonel William Schiff, president of 
Schiff, Terhune & Co., Inc., New York, 
insurance brokers, announces that Leslie 
N. Bruchs, vice president, has been ap- 
pointed as the executive in charge of all 
branch offices in addition to the other 
duties which he has carried on hereto- 
fore. 

Schiff, Terhune & Co., Inc., now has 
offices in Chicago, Milwaukee, Los An- 
geles and San Francisco and is contem- 
plating the addition of several others. 
While Mr. Bruchs will continue to make 
his headquarters at the New York office, 
he will spend a portion of each year at 
each of the other offices. 


Kentucky Agency Change 

The Smith & Lindsey Agency, at 
Frankfort, Ky., formed in 1906 by D. D. 
Smith and D. W. Lindsey, has been in- 
corporated as the Smith & Lindsey, Inc., 
agency, capital stock $25,000, by Paul 
C. and Lucille P. Chenault and Ann F, 
and William S. Hoge. 

Paul C. Chenault becomes president 
and active manager, while D. D. Smith 
will serve as vice president. Mr. Chen- 
ault for several years has been connected 
with the State Insurance Department, 
and is leaving to take over active man- 
agement of the agency. 





R. W. McELROY’S NEW POST 

Morrison |. Taylor, Inc., of Jackson- 
ville, Fla., announces appointment of 
Robert W. McElroy as vice president 
and manager of the firm’s insurance 
department. Mr. McElroy is well known 
in the insurance field, having been asso- 
ciated with firms in Daytona Beach and 
Orlando. In the latter city he operated 
the McElroy Insurance Agency. 


CHATTANOOGA AGENTS ELECT 
The Insurors of Chattanooga, meeting 
at Hotel Patten, Chattanooga, recently, 
elected new officers and directors for 
the ensuing year. J. Byron Taylor was 
named president to succeed Charles B. 
Shelton, Jr. Charles Alexander was 
elected vice president and James E. 
Watkins was reelected secretary-treas- 
urer. 


RICHARD L. DEWEY DIES 
Richard L. Dewey, 73, who had con- 
ducted an insurance business in Peck- 
ville, N. for 48 years, died at his 
home there June 27. His wife and four 
sons survive. 


OPENS AGENCY IN ATLANTA 

Lindsey W. Padgett has opened an in- 
surance agency at 364 Peachtree Arcade, 
Atlanta, Ga., and will handle all forms of 
insurance and bonds. He was formerly 
field representative here for a large in- 
surance firm. 
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at A year before the Pilgrims landed, 
- America’s first Thanksgiving was celebrated in Vir- 
c., ginia on property now occupied by Berkeley plantation. 
e | On December 4, 1619, settlers came ashore and took 


possession of land granted by King James I and it was 
agreed that the date of their arrival was to be “yearly 
n- and perpetually” observed as a day of Thanksgiving. 
One of the loveliest of the James River plantations, 
n- : Berkeley is known as the cradle of the Harrisons in 
Virginia. For 150 years members of that distinguished 
family brought lustre to its name. Colonel Benjamin 
i a Harrison, whose father had built the present mansion 
of of in 1726, was a Signer of the Declaration of Independ- 
ee ence and three times Governor of Virginia. His son, 
: William Henry, was Secretary of the Northwest Ter- 
r 4 ritory, a renowned Indian fighter and ninth President 
d i of the United States. According to tradition, young 
: William decided to become a soldier when from 
| Berkeley’s windows he saw the redcoats marching past 
: with the traitorous Benedict Arnold. In manhood he 


, ef returned to Berkeley and wrote his inaugural address 
come in the room where he had been born. His grandson, 


.  @ Benjamin Harrison, became 23rd President, but knew 
Berkeley only through occasional visits. 

During the War Between the States General Mc- 
Clellan made Berkeley his headquarters and is said to 
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The Home, through its agents and 
brokers, is America’s leading 

insurance protector of American homes 
and the homes of American industry. 


The Home Indemnity Company, an affiliate, writes Casualty Insurance, Fidelity and Surety Bonds 


























have used the cellar as 
a prison for Confed- 
erate soldiers. Here 
the bugle call, “Taps,” 
was composed by Gen- 
eral Butterfield and 
here Lincoln reviewed 
the troops. Even though it was night, according to 
an observer, “Everyone could tell him by his ‘stove- 
pipe hat’ and his unmilitary acknowledgment of the 
cheers which greeted him.” 

Long before the mansion was built, members of the 
Harrison family operated a wharf on the river front 
known as Harrison’s Landing where some of this 
country’s first ships were assembled. From earliest 
times a noteworthy event has been the spring runs of 
shad and herring which are seined with drift-nets to- 
day just as they were in the past. 

After the Harrisons’ time Berkeley was neglected 
and somewhat altered by various tenants. The present 
gracious owner, Malcolm Jamison, has carefully re- 
stored it to its original appearance and, fully aware 
of its historical value has taken every practical means, 
through insurance engineering and protection, to 
preserve it for posterity. Through his generosity this 
beautiful home is now open to public inspection. 


* THE HOME* 
Susurance Company 


Home Office: 59 Maiden Lane, New York 8, N. Y. 
FIRE a AUTOMOBILE 2 MARINE 
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Business Interruption Insurance 


And Other Time Element Contracts 


Vice President Snow of Phoenix of Connecticut Discusses 
Various Available Forms and How They Apply to 
Mercantile and Manufacturing Risks 


Chester A. Snow, vice president of the 
Phoenix of Connecticut, an acknowledged 
authority on all forms of time element 
coverages, placed particular emphasis on 
business interruption insurance and extra 
expense coverage when making an ad- 
dress recently before a meeting of local 
agents. As a discussion of problems re- 
lating to time element contracts is of par- 
to agents and brokers 


ticular importance 
at the present time, lengthy e sao — 
his address are published herewith in two 
parts. Part I follows: 

Part I 


Manufacturers, merchants and other 
businessmen are greatly interested in 
the coverage afforded by business inter- 
ruption insurance and the volume of pre- 
the class is many times what 


mium on 
However, it can be 


it was ten years ago. 
said that we haven't “scratched the sur-. 
face” with respect to the possibilities 
of developing this class of insurance. 
Every going concern engaged in busi- 
ness for profit needs the coverage, but 
the majority do not have it. Because of 
the probability of delays in restoration 
of prosperity, due to anticipated short- 
ages of materials and manpower, you 
will find many prospects interested in 
business interruption insurance today 
who may have been indifferent a year 
ago. 
What Is Business Interruption 
Insurance? 


= 

The primary purpose of this coverage 
is the protection of prospective earn- 
ings. It can be defined in one sentence 
as follows: 

“Business interruption 
demnifies the policyholder for the ac- 
tual loss of earnings during the time 
that would be required with the exercise 
of due diligence and dispatch to restore 
the plant or place of business to opera- 
tive condition in the event of damage 
or destruction by fire or other hazards 
insured against.” 

The measure of loss is the reduction 
in the amount of gross earnings that 
would have been made, less the charges 
and expenses which do not necessarily 
continue during the period of restora- 
tion. Or it may be expressed as the net 
profit prevented from being earned, plus 
such charges and expenses as must nec- 
essarily continue, to the extent that they 
would have been earned, during the time 
required to restore the damaged or de- 
stroyed property. 

Frequently we find that reserves in- 
tended for offsetting obsolescence de- 
preciation are used as working capital 
and are not there when the loss occurs. 
The result is that the recovery under 
property damage policies not being suffi- 
cient to cover full replacement, the in- 
sured is forced to borrow funds. In 
addition to this he must have sufficient 
funds to continue paying charges and 
expenses which cannot be stopped. What 
are some of these expenses? 

In the event of a shutdown of, say, a 
few days, only direct costs stop, whereas 
in a shutdown of long duration follow- 
ing destruction of the plant a good 
many of the indirect expenses also cease. 


insurance in- 


Continuing Expenses 


Suppose we list some of the continuing 
expenses under average’ conditions 
where the plant has been damaged but 
not totally destroyed: 
executives and 


1. Salaries of officers, 
other important employes. 
Taxes, city and state. 
3. Interest on borrowed money. 
4. Business 


life insurance. 





5. Legal dues and dona- 
tions. 

6. Advertising under contract. 

7. Insurance premiums on undamaged 
property. 

8. Cost of lighting, heating, attend- 
ance and general maintenance incident 
to a condition of idleness. 

9. Obsolescence (not wear and tear 
depreciation). 

10. Rent (if not abatable) or rental 
value. 

In addition to the foregoing the In- 
sured would, of course, suffer the loss 
of net profits on the production pre- 
vented if a manufacturing concern, or 
on sales prevented if a mercantile estab- 
lishment. Incidentally, the net profit is 
figured before deduction of Federal 
profits taxes. The business interruption 


expenses, 


policy restores the profit that the fac- 
tory or store would have made and 
Uncle Sam taxes it just as though there 
had been no interruption by fire. 

B. I. I. Should Be Carried 

You have heard many reasons why 
business interruption insurance should 
be carried but it might be worthwhile 
to list a few of them: 

Business interruption insurance, prop- 
erly written, will do as much for an In- 
sured during the period of restoration as 
his business would have done for him 
during that period of time had there 
been no interruption by fire. When soe 
protected, a concern is able to continue 
paying dividends, retain the services of 
valued employes (thereby keeping its 
organization intact), safeguard its sur- 
plus funds and make a satisfactory state- 
ment at the end of the year. 

Credit can be safeguarded through 
business interruption insurance. Busi- 
nessmen cannot afford to take a chance 
on creating sufficient reserve to replace 
business interruption insurance, which 
has proved to be the lifesaver of busi- 
ness in many instances. 

If a concern feels that it is necessary 
to protect its capital investment in 
buildings, machinery, equipment and 
stock by means of property damage in- 
surance, it certainly should protect the 
earnings derived from the use of such 
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INSURANCE AGENCY 
WANTED 


Well established agency in Connecti- 
cut or lower New York State desired 
by company fieldman with agency and 
home office experience. Prefer full 
purchase, but will consider buying ma- 
jority interest from principal planning 
early retirement. Box 2033, The East- 
ern Underwriter, 41 Maiden Lane, New 
York 38. 











property. Earnings values are just as 
important as property values. It is not 
uncommon in these times to find that 
the amount of business interruption in- 
surance needed is much greater than the 
property damage insurance required. 
To leave earnings unprotected is just 
as imprudent as failing to insure a sub- 
stantial part of the property values. 


How It Is Written—Modern Forms 


Today we have two types of contracts, 
one being the two-item form, and the 
other the single item gross earnings 
form. They are identified in Minnesota 
as follows: 

Form No. 1—the two-item co-insurance 
form for mercantile and non-manufac- 
turing risks. 

Form No. 2—the two-item co-insurance 
form for manufacturing risks. 

Form No. 3—the gross earnings form 
for mercantile and non-manufacturing 
risks. 

Form No. 4—the gross earnings form 
for manufacturing risks. 

Inasmuch as the two-item co-insur- 
ance form of Minnesota is referred to 
as the two-item contribution form in 
the other states of the Middle West, it 
seems advisable to use this more general 
term in the remainder of our discussion. 

Both the two-item contribution form 
and the single item gross earnings form 
automatically follow the earnings curve 
of the business throughout the year, 
running parallel to the production curve 
in the case of manufacturing risks, and 
parallel to the sales curve in the case of 
mercantiles. 

It might be well to state at this point 
that in the case of mercantiles and 
service risks the earnings are made when 
the merchandise or service is sold and 
delivered, whereas in manufacturing 
risks the earnings are made when the 
goods are produced and not at the time 
of sale and delivery. It is, of course, 
assumed that the manufacturer is pro- 
ducing a saleable article and that the 
interruption of production will eventually 
result in a loss of sales. 


Two-Item Contribution Form 


The contribution form is divided into 
two items, one covering net profits and 
continuing charges and expenses, and 
the other covering ordinary payroll for 
a period of ninety days. This period 
may be extended by thirty-day incre- 
ments for any length of time desired. 

Insurance should always be carried un- 
der Item I of the contribution form. 
Item II coverage (ordinary payroll) 
optional. Very few manufacturers have 
made it a practice to carry insurance 
under Item II (ordinary payroll) al- 
though there has been a tendency to 
give more consideration to this coverage 
in recent years. Many merchants, how- 
ever, have carried Item II coverage be- 
cause their clerks often have a strong 
personal following that would go to a 
competitor during the period of restora- 
tion if they were not kept on the in- 
sured’s payroll. The form can be writ- 
ten with an 80% or 100% contribution 
clause. 

In most sections of the U. S. we still 
find the majority of the manufacturing 
risks insured under Item I of the con- 
tribution form. However, this type of 
form is not generally used on mercan- 
tile risks, inasmuch as the gross earn- 


(Continued on Page 24) 
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windstorms or other disasters put a perman- 
cera ORT. oH A ent end to hundreds of thriving businesses. 


Business Interruption Insurance (often referred to as U & O) takes over when fire or 


one of the other extended coverage perils force an establishment to suspend its business 
activity. It pays wages of valuable employees, net profit on trade lost—other overhead 
costs— so that a store can reopen with credit unimpaired. The business owner who is 
protected by enough Business Interruption insurance is guaranteed that his establishment 
will be in as good shape after an interruption as before. 


Begin your B.I. sales campaign now. If you need help getting started, consult one of 


The Travelers field men. You'll find prospects on every business street in your town. 





THE TRAVELERS FIRE INSURANCE COMPANY 
Hartford, Connecticut 
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Booklet on Conflagrations 
In America Since 1900 


In the past 50 years 133 conflagrations 
in the United States and Canada have 
killed 1,274 people and destroyed 40,000 
buildings and other property valued at 
$785,000,000. These statistics were taken 
from a detailed report on conflagrations 
published by the National Fire Protec- 
tion Association, a non- profit fire-control 
group, in the pamphlet “Conflagrations 
in America Since 1900.” 

This pamphlet discusses the character- 
istics of conflagrations, describes the 
conditions that breed them, and devotes 
sections to forecasting, fighting and pre- 
venting conflagrations with more than 


50 pictures to illustrate. Several tables 
are included, among them a list of all 
conflagrations in North America since 


1900, with factors responsible indicated 
in each case. 

Exhaustive studies of the factors re- 
sponsible for the devastating World 
War II fires in England, Germany and 
Japan have shown that the best defense 


against conflagrations is also the best 
defense against wartime fires. The 
pamphlet urges, therefore, that Ameri- 


can communities avail themselves of the 
lessons of past conflagrations and act 
now to protect themselves against de- 
structive fires in peace or war. 

Copies of this 64-page illustrated pam- 


phlet may be obtained from the Na- 
tional Fire Protection Association, 60 
Batterymarch Street, Boston, Mass. 


Single copies $1. Discount for quantities. 





Home to Double Space in 
Chicago Insurance Building 


The Home Insurance Co. will more 
than double the space it occupies in the 


Insurance Exchange Building, 175 West 
Jackson Boulevard, Chicago. The Home 
will utilize the additional space for its 


expanding operations in Chicago and for 
the consolidation of a department now 
located in another building. 

The company will then occupy the en- 
tire 17th floor of the “north” building 
and half of the 17th floor in the “south” 
building, or a total of nearly 50,000 
square feet. The additional space will be 
completely remodeled before the Home 
takes possession on May 1, 1952. 





McCarty Indiana Fieldman 
For Royal Exchange Group 


The Royal Exchange Group has ap- 
pointed Robert F. McCarty state agent 
for Indiana succeeding George Shank. 
Mr. McCarty formerly was associated 
with the Indiana Rating Bureau for sev- 
eral years, prior to which he was con- 
nected with the Mercantile Mortgage 
Corp. He attended Indiana University. 

As state agent for the companies of 
the Royal Exchange Group, Mr. Mc- 
Carty will represent the Royal Exchange 
Assurance, Provident Fire, and Car & 
General for fire and casualty coverage in 
Indiana. 


AETNA SPECIALS IN SOUTH 

Gordon Kyle, vice president of the 
Aetna Insurance Group, has announced 
appointment of two new special agents. 
Frank L. Eblen is. assigned to Louisiana 
and Glen R. Daugherty to west Texas 
territory. Mr. Eblen joined the Aetna 
in 1950 following his graduation from 
Trinity College in Hartford. 





O’CONNOR NATIONAL SPECIAL 
E. H. Forkel, vice president of the Na- 
tional of Hartford Group, has announced 
appointment of Patrick J. O’Connor as 
special agent in Indiana. Mr. O’Connor 
is a graduate of the University of Notre 
Dame and began his insurance career 
upon joining the National of Hartford 
Group in Chicago early in 1950. 
JOINS FARM BUREAU 
Dr. Robert A. Rennie, former economic 
consultant to the International Bank, and 
assistant professor of political economy 
at Johns Hopkins University, has been 


named director of research for the Farm 
Bureau Insurance Cos., 


Columbus. 


Business Interruption 


(Continued from Page 22) 


ings form is better suited to that class. 
Gross Earnings Form 

The distinguishing features of the 
gross ei arnings form are: 

It is a one-item form which automati- 
cally includes such ordinary payroll as 
the insured finds necessary to continue 
during the period of restoration. 

The measure of recovery is the reduc- 
tion in gross earnings directly result- 
ing from interruption of business (by 
the perils insured against), less charges 
and expenses which do not necessarily 
continue during the period of restora- 
tion, in no event exceeding the actual 
loss sustained. 

The basis for co-insurance is the an- 
nual gross earnings of the business with 
nothing deducted. Incidentally, this is 
what gives the form its commonly used 
name, 

Fifty, 60, 70 or 80% co-insurance is 
permitted, and is applied against the 
full annual gross earnings. 

As Applied to Mercantiles 

Advantages of the gross earnings form 
as applied to mercantiles are quite ap- 
parent. By approaching the coverage 
from the angle of gross earnings. pre- 
vented less charges and expenses which 
do not necessarily continue and by us- 
ing the full annual gross earnings as 


the yardstick against which to apply co- 


insurance, a comparatively simple form 
and concise work sheet in the language 
of the merchant have been produced. 

In the pre-war period most of the 
gross earnings business interruption 
policies were written with 50% co- 
insurance, which was sufficient for the 
majority of mercantiles in normal times. 
However, on account of the difficulty 
being encountered in restoration of 
property a substantial portion of the 
gross earnings policies are now being 
written with 60% or higher co-insurance. 

The form avoids the necessity of 
segregating ordinary payroll from total 
payroll setting up the insurance. In 
most of the shorter shutdowns the ma- 
jor portion, if not all, of the ordinary 
payroll expense is included in the loss 
payment. However, in the long periods 
of interruption following serious physi- 
cal damage, there is very little ordinary 
payroll expense continuing. 

Flexibility of Gross Earnings 

The flexibility of the gross earnings 
contract has great appeal. As we. en- 
counter the long periods of restoration, 
the discontinuing expenses, the most 
important of which is ordinary payroll, 
are much greater than in the short pe- 
riods of interruption, and, consequently, 
the net earnings loss is taken care of 
for a long period of time. Obviously, 
in the very short periods of interruption 
the discontinuing expense may be negli- 
gible and the Insured’s_ recoverable 
amount might be practically the full 
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Statistics show that when major fires occur in busi- 
ness houses, only six out of ten can display a 
“business as usual’’ sign. Had the remaining 40% 
of these concerns carried business interruption 
insurance, most of them could continue operations. 
You can render a real public service by actively 
soliciting business interruption insurance—it 
benefits the whole community because it furnishes 
employment after the casualty of fire, assures trade 
with suppliers and customers, and keeps the wheels 
of industry rolling. We can assist- you to develop 
this business...call on us and we’ll show you how. 
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gross earnings where the interruption is 
only a day or two. 

In the case of the larger department 
stores with their heavy ordinary payroll, 
it has been found that recovery over a 
period of 12 months following complete 
destruction of the store would be about 
45% of the annual gross earnings. In 
dealing with the smaller mercantile es- 
tablishments where the ordinary payroll 
is not proportionately so heavy, the 
amount of insurance required with 50% 
co-insurance could be exhausted in nine 
or ten months, so it would be safer to 
use a gross earnings form with higher 
co-insurance on that class of mercan- 
tiles. 

Much more latitude is allowed the 
adjuster under this form than under 
any other type of business interruption 
form. Nevertheless, we have encoun- 
tered no difficulties in adjustments and 
the form has proved to be exactly what 
was wanted by mercantiles. 

It is safe to state that better than 
75% of the mercantile risks carrying 
business interruption insurance today 
are insured under the gross earnings 
form. Because of its simplicity the 
gross earnings form has enabled agents 
to sell business interruption protection 
to many small and medium-sized mer- 
chandisers who refused to buy the cov- 
erage under the forms available. 

Importance of Small Merchants 

Do not overlook the small well-man- 
aged mercantile establishments. They 
need the protection of business interrup- 
tion insurance just as much as, if not 
more than, the large stores. 

Recently the National City Bank of 
New York made a study of the 1948 
sales of the country’s 100 largest retail 
corporations operating 29,278 stores with 
sales of $19 billion which represented 
15% of the National total. However, it 
was found that there were 1,704,500 little 
merchants with sales of $111 billion, or 
85% of the U. S. total. Too many sales- 
men, and this includes insurance agents, 
track down the large orders and pass 
up the volume of lesser buyers, the ma- 
jority prospect. Again we say—do not 
overlook the smaller, well-managed mer- 
cantile establishment when soliciting 
business interruption insurance. 

The gross earnings Form No. 3 has 
also been approved for other non-manu- 
facturing classes, such as hotels, thea- 
tres and bowling alleys, but it was not 
designed for such risks and was not 
suited to them. Originally gross earn- 
ings were defined as the total net sales 
less cost of merchandise sold plus other 
earnings derived from the operation of 
the business. The attempt to read into 
the definition of “gross earnings” a de- 
duction of “cost of services” as being 
equivalent to “cost of merchandise sold” 
resulted in a multiplicity of special work 
sheets, varying opinions as to what con- 
stitutes “cost of services,” controversy 
in loss adjustments and such an unsatis- 
factory situation generally that in 1949 
an attempt was made to alleviate the 
situation by introducing a further de- 
duction of “cost of materials and sup- 
plies consumed in the service rendered 
by the insured” in the definition of 
“gross earnings.” This was only a par- 
tial solution of the problem for service 
risks. For example, can we say that 
cost of entertainment in the case of 
hotels and theatres is “materials and 
supplies consumed in the service ren- 
dered ?” 

We fear that the change has caused 
some doubt as to the basis for co-insur- 
ance as applied to mercantiles. Our ad- 
vice when applying the gross earnings 
form to mercantiles would be to deduct 
only “cost of merchandise sold” from 
the annual net sales in establishing 
“gross earnings.” If we apply the gross 
earnings Form No. 3 in that manner it 
is ideal for mercantiles—the most im- 
portant of the  non-manufacturing 
classes. There are too many differences 
of opinion as to what constitutes “ma- 
terials and supplies consumed in the 
service rendered” in mercantile estab- 
lishments to take a chance on attempt- 
ing to determine what it should be when 
establishing the basis for co-insurance. 

(To Be Concluded) 
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YORKSHIRE SHOWS GAINS 


British Head Office Reports Higher 
Premiums in Fire, Marine, Casualty 
and Life Fields in 1950 
The Yorkshire Insurance Co. has is- 
sued the 127th annual report from the 
home office in York, England. General 
Managers A. D. Gladwin and H. T. 





Silversides state that the report incltides?' 


the figures of the Yorkshire and its sub- 
sidiaries, two of which, the Yorkshire 
Indemnity and Seaboard Fire & Marine, 
are U.S. companies. Mr. Silversides was 
for several years U.S. manager of the 
Yorkshire. 

Fire premiums of £3,076,000 in 1950 were 
higher by £720,137 than in 1949. Losses 
paid and outstanding amount to 40.29% 
compared with 41.21% and expenses, in- 
cluding commissions, are 43.41% com- 
pared with 42.01%. Profit of £309,707 
compared with £236,582 in 1949. The ma- 
rine account shows 1950 premiums of 
£1,745,806, an increase of £104,904. After 
transferring £160,000 to profit and loss 
account the fund at the end of 1950 
amounted to £2,824, 301 which is 161% of 
the year’s premiums. 

The premiums in the accident and gen- 
eral account amounted to £4,358,600, a 
gain of £494,352. Claims paid and out- 
standing are 55.22% compared with 
53.70% in 1949, with expenses including 
commissions 37.96% against 37.15%. The 
sum of £239,643 was transferred to profit 
and loss account. 

In the life and annuity account there 
were 5,293 policies issued for the net 
new sums assured of £10,543,504 com- 
pared with £6,453,802 in 1949. The life 
assurance and annuity fund at the close 
of 1950 amounted to £19,270,452, an in- 
crease of £1,514,872. 

A summary of accounts_ 
premiums of £12,504,051, with 
come of £13,675,187. Total assets 
reported as £36,696,044. iy teh ie 

During the decade, 1940-1950, life in- 
surance net new sums insured increased 
from about £1,500,000 to £10,500,000 last 
year. In the non-life field net premium 
income increased in the same period 
from £3,000,000 to £10,000,000. Assets in- 
creased from about £19,000,000 in 1940 to 
more than £36,600,000 in 1950. 


shows total 
total in- 
were 


Henry S. Morgan Elected 


Director of Aetna Group 
Henry Sturgis Morgan of New York 
has been elected a director of the Aetna 
Insurance Co. of Hartford, World Fire 
& Marine, Century Indemnity and 
Standard of New York. Mr. Morgan is 
a son of the late J. P. Morgan and the 
great-great-grandson of Joseph Morgan, 
one of the founders of the Aetna and 
the proprietor of the coffee house in 
which the Aetna was organized 132 
years ago. 

While there have been periods when 
a member of the Morgan family was not 
actually on the board of directors, there 
has never been an hour in the Aetna’s 
long history that the family has not 
been interested as stockholders and ad- 
visers. Joseph Morgan was a director 
from 1819 until his death in 1847. His 
son, Junius Spencer Morgan, became a 
director in 1852. He served nearly two 
years and then found it necessary to 
resign when he left for England to be- 
come a partner in the international 
banking firm of George Peabody & Co. 
of London. 

J. Pierpont Morgan, son of Junius 
Spencer, followed in the third generation 
the footsteps of his father and grand- 
father, and became a member of the 
board in 1883, serving until his death 
in 1913. One year later, his son, J. P. 
Morgan, Jr., succeeded his father and 
remained a member of the board until 
1938 when failing health obliged him 
to resign from practically all of his 
directorates. He died in 1943. 

Henry Sturgis Morgan was born in 
London, England, October 24, 1900, the 


ILLINOIS INSTALLMENT PLAN 

Illinois Insurance Director J. Edward 
Day has issued a regulation concurring 
with the recommendation of the Na- 
tional Association of Insurance Commis- 
sioners with respect to reporting install- 
ment premiums on term policies. As in 
_New York, the Illinois Department holds 
premiums, reserves and assets are to be 
based only on premiums actually charged 
an assured during ‘the year covered by 
the annual statement. 





ton (Grew) Morgan. He prepared for 
college at Groton School and received 
his A.B. from Harvard in 1923. He mar- 
ried Catherine Adams immediately after 
he was graduated from Harvard and has 
five children, all sons. 

He joined his father’s bank in 1923 and 
became a partner in 1928, serving until 
1935 when he became treasurer of Mor- 
gan Stanley & Co. In 1941 he became a 
partner in the succeeding partnership. 
He is a director of the General Electric 
Co. and a trustee of the Pierpont Mor- 
gan Library, Morgan Memorial Park, 
Groton School and Carnegie Institution 
of Washington. He has been an over- 
seer of Harvard College and manager 
of the Community Service Society of 
New York. He was ‘on active duty dur- 
ing the second world’ war as commander 
in the United States Naval Reserve from 
1941 to 1945. Like his father and grand- 
father, Mr. Morgan is an ardent yachts- 
man. 


Vandivier Special for 


Travelers in Kentucky 

Dudley P. Vandivier formerly with the 
Kentucky Inspection Bureau, has be- 
come a special agent for the fire division 
of Travelers Insurance Co., at Louis- 
ville, under fire division manager K. 
Dunkin. Mr. Vandivier is a graduate of 
the engineering school of Citadel, and 
prior to being with the Kentucky In- 
spection Bureau, was with the engineer- 
ing division of ‘the Kentucky Highway 
Department. He was also a commis- 
sioned veteran in the Navy in the last 
war. 

He is a son of D. P. Vandivier, an 
agent for the Travelers, who a few years 
ago was Kentucky Insurance Commis- 
sioner. 


Bis Bill 
(Continued from Page 17) 


politicians, has not grown but alarm- 
ingly diminished. 

“Washington has something to learn 
from Hartford. Perhaps we should have 
a better government, and a much 
sounder national life, if every citizen 
who turns his aspiring eyes toward 
Washington were compelled to qualify 
by first living and working a year in 
this beautiful New England city, the 
capital of Faith.” 























second son of J. Pierpont and Jane Nor- 
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American Equitable Assurance Company of New York 
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Campbell Tellman 


(Continued from Page 20) 


wondered how their insurance 

handled and by whom,” he writes. 

Finally one day he “took the bull by 
the horns” and just walked into the 
front office of an industrial plant and 
asked to see the person in charge of 
purchasing the company’s insurance. He 
was shown to the office of a young as- 
sistant manager. 

The assistant manager welcomed him. 
“Boy, I can sure use some help! I’ve 
been beating my brains out over the 
darned policies trying to figure out what 
we ought to do about next year’s in- 
surance. You came to the right place— 
and at a perfect time!” 

Camp spent half a day discussing in- 
surance with the young assistant man- 
ager, going over the plant and the in- 
surance policies covering the plant. 

“Let me do a survey of your insur- 
ance needs,” he suggested to the as- 
sistant manager. 

“For nothing?” 
asked, surprised. 

“That's a service we ’re glad to give 
you,” Camp told him. “We're interested 
in giving you planned protection—and 
by surveying your needs we can de- 
velop a program for you which will give 
you complete protection in the simplest 
and most economical way. 

More Insurance for Less Money 

Camp worked all that evening and the 
following day developing a survey of 
the plant’s insurance needs. When he 
returned two days later, he presented a 
program that offered the company con- 
siderably more coverage and yet cut pre- 
mimum costs by $500! Needless to say, 
the firm’s entire insurance program was 
forthwith turned over to Camp to handle. 

“Four of the largest accounts I have 
on my books,” Camp states, “were de- 
veloped simply by dropping in on the 
company’s insurance officer—without any 
previous acquaintance with any one in 
the firm—asking him about his insur- 
ance program—a—n—d then doing a 
survey for him.” 

Time and time again, in questioning 
business organizations or industrial con- 
cerns, Camp found gaps and loopholes 
and serious omissions in their insurance 
program. 

“Let me do a survey for you,” he 
would suggest, “so we can scientifically 
assay exactly what your insurance 
hazards are and the best and simplest 
way of protecting you against these 
hazards.” 

As in the case of the young assiste unt 
manager, many times the company’s in- 
surance purchasing officer was grateful 
to have professional guidance in the de- 
velopment of a sound insurance pro- 
gram for his firm. 

“The Hartford survey 
off in premiums a thousandfold,” 
states enthusiastically. 

New Calls Are Still Fun 

The first of this year Camp was made 
a partner in the firm of Gere & Stohrer. 


was 


the assistant manager 


form has paid 
Camp 


His big problem now is how to find 
time enough to make new calls. “New 
calls are still the most fun I have. 


“It doesn’t matter whether you have 
an entree to an account or not,” he de- 


clares. “It has been my experience that 
about half of the cold canvass calls a 
person makes will eventually produce 


And all of them will per- 
mit you the courtesy of an interview. 
“It’s really fun to meet the people 
and give them something to think about. 
But don’t forget that to make new calls 
successfully requires preparation. You've 
got to know what you're talking about. 
Take coinsurance for example. It’s sur- 
prising how few people understand co- 
insurance. Explaining it can serve as a 


new accounts. 


door-opener. Surveys, too, though now 
in wide use, are still a potent selling 
tool.” 

But the important thing, he feels, is 


to get out and pound the pavements and 
hunt down potential customers. His ad- 
vice to persons trying to get a start 
in the insurance business could be sum- 
marized in one sentence: 

Knock on doors and ask for business 
—the prospects are unlimited! 
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Wm. D. Winter Honored as Portrait 
Is Unveiled in Marine Board Room 


Members and friends of the Board of 
New York, the Ameri- 

Marine Underwriters 
Association of Marine Under- 
writers of the United States, recently 
met in the board room of the first named 
organization at 99 John Street, New 
York City, for the purpose of unveiling 
a painted portrait of William D. Winter. 

J. Arthur Bogardus, president of the 
board, presided at the gathering and 
Henry C. Thorn, Insurance Company of 
North America and chairman of the por- 
trait committee of the Board of Under- 
writers of New York, conducted the ex- 
ercises. The portrait, he stated, was a 
eift of the Atlantic Mutual Insurance 
Company and it was accepted in behalf 
of the board by Mr. Bogardus. The in- 
scription on the portrait shows that Mr. 
Winter was the president of the Amer- 
ican Institute of Marine Underwriters 
from 1938 to 1940 and of the Board of 
Underwriters of New York from 1941 to 


Underwriters of 
can Institute of 


and the 


1943. Mr. Winter was for years presi- 
dent of the Atlantic Mutual and recent- 
ly retired as chairman of the board of 


the company. 
A Leader in Education 


In making the presentation Mr. Thorn 
said that he could not let the occasion 
pass without referring to the Es con- 
tribution Mr. Winter had made in pio- 
neering marine insurance educz wort His 
text book was universally recognized 
and the success of the comprehensive 
Insurance School of the Insurance So- 
ciety of New York—the largest insurance 
school in the world—is in a large part 
due to his efforts, especially in its forma- 
tive years. 

O. C. Torrey, president of the Ameri- 
can Institute of Marine Underwriters, 
and Wm. A. Bonner, first vice president 
of the Association of Marine Underwrit- 
ers of the United States, also spoke on 
the leadership and distinctive services 


which Mr. Winter had rendered to the 
marine insurance industry in this coun- 
try. 


Mr. Winter expressed appreciation of 
the tribute which had been paid to him, 
pointing out that since 1910, about the 
time he first made contact with the in- 
surance groups he had always felt keenly 
the friendship and association with those 
contributed so much to the busi- 
ness. He spoke on the growth of marine 
insurance in this country mentioning 
that while in his early years this was 
provincial and now national it, undoubt- 
edly, is on the fringe of becoming inter- 
national in scope. 


who 


Portraits of Past Presidents 


board room of the New York 
Underwriters ard in another 
at the board’s headquarters 
numero s past presi- 
institute and 
These 


In the 
Board of 
small room 
hang portraits of 
dents of the board, of the 
of other marine organizations. 
now include the following: 

Charles McEvers, first president of 
the board, which was organized in 1820 
but which had no officers with titles un- 


til 12 years later, in 1832. 

William Neilson, president of the 
Board in 1833. 

Anthony Bleeker Neil on, president 
in 1855. 

Theo. B. Satterthwaite, president in 
1860. 

Thomas C. Hand, president of the Na- 
tional Board of Marine Underwriters in 
1882 - 1890. 


Washington Irving Comes, 


president 





WILLIAM D. WINTER 


of the National Board in 1890 - 1891. 

Hendon Chubb, apr of the Amer- 
ican Institute in 1919 - 1921. 

Douglas F. Cox, president of the Na- 
tional Board in 1912-15, president of 
the Board of Underwriters 1924 - 1926 
and president of the American Institute 


1926 - 1928. 

3enjamin Rush, first president of the 
Association of Marine Underwriters of 
the U.S., 1918 - 1920. 


Cornelius Eldert, president of the 
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ATLANTIC MIDWEST CHANGES 


Hinton Goes to Chicago to Head Service 

Office; Huber St. Louis Manager; 

Blodgett Mich. State Agent 

Three promotions in the Atlantic Com- 
panies’ midwest division have been an- 
nounced by F. B. Tuttle, president of 
the Atlantic Mutual and Centennial 
Insurance Company. 

F. Kenneth Hinton, now manager of 
the St. Louis office, is being transferred 
to Chicago to take charge of the Chicago 
service office section of the midwest divi- 
sion. Alfred E. Huber, who has been 
state agent in charge of the Grand Rap- 
ids office, has been made manager of 
the St. Louis office. Howard W. Blodgett 
has been transferred from Detroit to 
Grand Rapids to succeed Mr. Huber as 
state agent of the western Michigan 
territory. 

Mr. Hinton has spent the greatest part 
of his business career in the Midwest 
area, in the inland and wet marine fields. 
Mr. Huber takes up his new duties after 
training in Atlantic’s Detroit and Grand 
Rapids offices. Mr. Blodgett has spent 





Board from 1918 to 1924. 

William H. McGee, president National 
Board 1917 - 1919, American Institute 
1921 - 1923, Association of Marine Under- 
writers, 1921 - 1929 and Board of Under- 
writers 1931 - 1933. 

William D. Winter, president of the 
American Institute, 1938 - 1940, and pres- 
ident of the Board of Underwriters, 1941- 
1943. 

These portraits have been presented 
generally to the Board or the Institute 
by the companies or underwriting groups 
of which the organization presidents 
were also executive officers. 








sound underwriting. 
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"THE ATLANTIC STORY" 


Our story began in 1842 with the chartering of the Atlantic Mutual. The 
Centennial, a wholly owned stock company, was organized 100 years later. 
Today the story of the Atlantic Companies is briefly this: 


* Two financially strong companies, operating in the fire, marine 
and casualty fields under one management, offering producers 
the choice of participating or non-participating contracts. 

* A tradition of prompt and ungrudging claim settlements that 
goes back over a hundred years. 

* A progressive and flexible attitude toward new developments 
to provide better insurance for the public, combined with 


* The conviction that the public is best served through the com- 
petent independent agent or broker, and the practice of tell- 
ing the public about that conviction. 


We shall be glad to send you “The Atlantic Story”, an illustrated booklet 
filling in the above outline and containing a historical sketch and other use- 
ful information. Simply write or telephone any of our offices. 


THE ATLANTIC COMPANIES 


ATLANTIC MUTUAL «+ 
Home Office: 49 Wall Street, New York 5 


Baltimore - Boston - Chicago + Cincinnati + Cleveland + Dallas - Detroit - Grand Rapids 
Indianapolis » Los Angeles - Newark - New Haven - Oakland - Philadelphia 
* Portland + Richmond + St. Louis + San Francisco - Seattle - Syracuse 


Marine, Fire, Inland Transportation, Yacht, Property Floaters, Automobile and Casualty Insurance 
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some eight years with both the Michigan 
Inspection Bureau and the Audit Bureau. 
He has been with Atlantic for two years. 

The Atlantic Companies’ midwest divi- 
sion is under the jurisdiction of G. F. 
Richardson, general manager, with head- 
quarters in Chicago. 


WM. D. BEAUMONT ADVANCED 





Made Assistant Manager of Southern 
Dept. at Houston of the Marine 
Office of America 
For the Marine Office of America 
General Manager Owen C. Torrey an- 
nounces appointment of William D. 
Beaumont as an assistant manager of 
the Southern department, in charge of 
Texas, and with headquarters in Hous- 

ton. 

Mr. Beaumont is a native of Mary- 
land and has been actively engaged in 
marine insurance since 1929. He joined 
the organization in 1939 as manager of 
the Baltimore office. In 1942 he en- 
listed in the U. S. Army Air Corps 
and served as a major until 1946 when 
he returned to the Baltimore office 
temporarily. For the last four years he 
has been a senior underwriter at the 
head office in New York. 


Inland Marine 


(Continued from Page 1) 


out exception, with war years failing to 
bring a drop in income, as was so defi- 
nitely the case with automobile insur- 
ance. The pre-depression high for in- 
land marine income was $50,000,000, not 
far below the 1941 figure of $63,000,000. 
However, in the meantime production 
had fallen to a mere $29,000,000 during 
the worst of the depression in the early 
1930's. 

While the personal property floater is 
bringing larger premiums to most com- 
panies, others are not producing as 
much premium volume from that source 
this year, due to three-year term poli- 
cies not up for renewal at this time 
and also some deliberate holding 
down of this type of business. Loss 
ratios on personal property floaters 
have been excessively high and even 
with the present deductibles and higher 
rates this form of inland marine cover- 
age is not yet generally profitable. 

Jewelry and_ furs, transportation, 
motor, cargo, parcel post, registered 
mail and fine arts risks are bringing in 
higher premium income this year for 
companies. 


Losses Are High 


Most underwriters say inland marine 
losses were higher in the first six 
months of 1951 than in the first half of 
1950. This is not unexpected because of 
the larger volume of liability outstand- 


ing and likewise because of increased 
costs of repairing or replacing dam- 
aged or lost articles. Inland marine 


leaders hope that the increase in loss 
ratios will not forge ahead of the boost 
in premium income, but they will not be 
unduly surprised if loss ratios for 1951 
are not as favorable as for 1950. With 
inland marine business having resulted 
in fair profits, for the business as a 
whole, last year, the loss ratio will have 
to increase sharply in 1951 to put this 
form of business in the red. During the 
five years ending in 1947 loss ratios, 
not including loss adjustment expenses 
were in excess of 50%, but for 1948, 
1949 and 1950 the ratios were lower. 
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Association to Expand 
Public Relations Work 


RENEWS NEWSPAPER CAMPAIGN 





Broad Public Education Program 
Planned; Will Inform Public of 


Reasons for Rate Changes 





The Association of Casualty & Surety 
Companies, with its membership over 
the 100 mark for the first time in its 
history, is preparing to expand greatly 
its public relations activities during .the 
year ahead, J. Dewey Dorsett, general 
manager, announces. 

As a result of action taken at a spe- 
cial meeting of the association’s 104 
member companies, Mr. Dorsett said, a 
broad public education program has 
been approved with the objective of im- 
proving public understanding and sup- 
port of the capital stock casualty and 
surety business. During the next six 
months new and expanded activities will 
be undertaken which in cooperation with 
the rating bureaus, will increase mark- 
edly the information given to the gen- 
eral public and to policyholders regard- 
ing rate changes, safety responsibility 
laws, and the need for greater safety 
in traffic, among other things. 

Will Broaden Safety Drive 

The association will broaden its cur- 
rent highway safety drive next Janu- 
ary 1, he added, with a renewal of the 
Nation: il Newspaper Safety Campaigns 
it conducted from 1946 through 1948, 
utilizing both publicity and locally 
sponsored advertising in daily and 
weekly newspapers to educate the public 
about the causes of traffic accidents. As 
in the three annual campaigns previ- 
ously | conducted, the “packaged pro- 
gram” will be prepared by the associa- 
tion and the ads for local sponsorship 
will be paid for by local merchants and 
others in the communities where they 
are used. More than 8,500 daily and 
weekly newspapers used the previous 
campaigns, Mr. Dorsett said. 

special committee of company ex- 
ecutives has approved the first:of' a 
series of leaflets giving motorists the 
reasons why automobile insurance costs 
more and explaining how “the man be- 
hind the wheel. makes the rates,” Mr. 
Dorsett said. The first of these leaflets, 
which will be ready for distribution 
within a few days through member 
companies of the association, will in 
many cases be attached to new policies 
as they are issued. Principal reasons 
for higher automobile liability insurance 
rates cited in the first leaflet are in- 
creased accidents, higher costs for re- 
pairing cars and treating injuries, and 
larger damages awarded by juries in 
accident cases. 

Mr. Dorsett said the member compa- 
nies of the association became con- 
cerned a year ago last February over 
the amount of misinformation the pub- 
lic had received regarding the casualty 
and surety business. The association’s 
public relations department was re- 
quested to prepare a complete program 
of public education for the considera- 
tion of the public relations committee 
and executive committee, and eventually 
the association as a whole. Completion 
of this assignment was delayed almost 
a year by the campaign against the 
Massachusetts flat rate, which took pre- 
cedence last year. 

Program Is Completed 

The association’s public education 
program was completed early last spring 
and a subcommittee of the public rela- 
tions committee spent three months 
studying it. As a result of that study, 
Mr. Dorsett said, the major part of the 
program was approved and_ recom- 
mended to the executive committee by 


AMERICAN SURETY NAMES MARK 
Walter N. Mark has been appointed 
special agent for the Omaha office of 
American Surety Group. Employed No- 
vember 27, 1950, he had been a special 
agent trainee. Mr. Mark was graduated 
from the University of Nebraska with 
a B.S. degree in business administra- 
tion and received a master’s degree in 
economics. He served in the U.S. Navy 
for two years. 





the public relations committee. At a 
special meeting of member companies, 
the association acted favorably on the 
public relations committee recommenda- 
tion that the public education program 
be broadened. 

The program as adopted will give 
much greater attention to educational 
institutions and to rendering assistance 
to the rating bureaus when rate changes 
are announced by them. The associa- 
tion is planning to produce other leaf- 
lets, which will be made available during 
the coming year for distribution to 
policyholders either at the time of de- 
livery of the policy or enclosed with 
the bill. A committee of company ex- 
ecutives and advertising managers has 
been appointed to select the subjects 
to be covered by the leaflets. 

In renewing its highway safety cam- 


paigns, conducted in cooperation with 
state and national newspaper publish- 
ers’ organizations, the association 


pointed out that the sharp rise in acci- 
dents which occurred in 1930 is continu- 
ing this year, and the need is greater 
than ever for educating the public in 
highway safety. The association will 
pay for the cost of preparing and dis- 
tributing to the nation’s newspaper, kits 


containing advertising mats for local 
sponsorship, editorials and news _ re- 
leases, as was done in the three suc- 


cessful campaigns it conducted in 1946, 
1947 and 1948. 


Insurance Law Section 
Program Is Completed 


JUDGE CONWAY WILL SPEAK 





Commissioners Leslie and Crichton to 
Appear; Trial Tactics Panel Planned; 
New Type Program Inaugurated 


With an entire session devoted to 
“Trial Tactics,” scheduled addresses by 
Judge Albert Conway of the New 
York Court of Appeals, Commissioner 
Artemas C. Leslie of Pennsylvania and 
Robert A. Crichton of West Virginia 
and many more eminent speakers, the 
section of insurance law of the Ameri- 
can Bar Association will meet at the 





Roosevelt Hotel, New York City, Sep- 
tember 16 - 19. 
According to Clarence W. Heyl, Pe- 


oria, Ill, chairman of the section, the 
“Trial Tactics” panel on Wednesday 
morning, September 19, over which Chief 
Judge John T. Loughran of the New 
York Court of Appeals will preside as 
moderator, was arranged upon -special 
request of Cody Fowler, president of the 
ABA. The panel is composed of promi- 
nent jurists and trial lawyers and it is 
the intention of Mr. Heyl and of Forrest 
A. Betts, Los Angeles, chairman of the 
committee on practices and procedure, to 
present a program which will be of spe- 
cial interest to trial lawyers. 

New Type Prorram Inaugurated 

A new type of program has been in- 
augurated for this meeeting. Formerly, 
each committee of the section had a 
pov table at which its program was 
presented. This year, the meeting is 
being arranged so that all members may 
have an opportunity of hearing all the 
speakers, which was not possible under 
the programs as formerly presented. 

Among the social features will be a 
cocktail party preceding the banquet on 
Tuesday evening, September 18, at which 
the America Fore Group will be host. 

Preliminary sessions will be held on 
Sunday, September 16 and election of 
officers and transaction of other busi- 
ness of the section will be on Wednes- 
day afternoon. Following is the program 
for the other sessions: 

Monday, Sept. 17 

12:00 Noon—(Grand Ball Room, Roosevelt 
Hotel). Lunchon. Address by Albert Conway, 
Judge of the Court of Appeals of the State of 
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at a cost your clients CAN AFFORD! 


A man’s most valuable possession is his earning power. 
the spring from which flows the income that purchases all the 
necessities and luxuries of life. 


Provident’s outstanding line of A @ H contracts really FILL 
THE BILL! Write us for complete information about our 
INCOME PROTECTION coverages. 
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New York, 
ance of the State of New York. Subject: 
Contribution of Insurance to the Common Wel- 
fare. 


Insur- 
The 


formerly Superintendent of 


1:30 p.m.—Administrative Reports: 
W. Percy McDonald, Memphis; 
Herbert L. Bloom, Chicago; Publications, Harry 
W. Raymond, New York City, and Appoint- 
ment of Nominating Committee. 

2:00 p.m. to 3:00 p.m.—AUTOMOBILE IN- 
SURANCE LAW, James B. Donovan, chair- 
man, New York City; Loading and Unloading, 
Allan P. Gowan, Glens Falls, N. Y.; Compul- 
sory Automobile Insurance, Henry S. Moser, 
Chicago. F 

3:00 p.m. to 4:00 p.m.—AVIATION INSUR- 
ANCE LAW, George W. Orr, chairman, New 
York City; The Admissibility of the Testi- 
mony of Government Investigators in Negli- 
gence Cases, George A. Smith, Atlanta; The 
Legal Implications of Agricultural Aviation, 
Peter J. McBreen, New York City; The 1951 
Status of the Rome and Warsaw Conventions, 
George W. Orr, New York City. 

4:00 p.m. to 4:30 p.m.—LIFE INSURANCE 
LAW, Tom Leeming, chairman, Chicago; The 
Lawyer and Business Life Insurance, Daniel 
J. Reidy, New York City. 

4:30 p.m. to 5:00 p.m.—REGULATION OF 
INSURANCE COMPANIES, J. Roth Crabbe, 
chairman, Columbus, Ohio; The Case for State 
Supervision, Artemas C. Leslie, Insurance Com- 
missioner of. Pennsylvania. 


Tuesday, Sept. 18 

8:00 a.m.—Breakfasts of Committees on Health 
and Accident and Life Insurance Law; Break- 
fasts of Casualty Insurance 
Law and Committees on Workmen’s Compensa- 
tion and Employers’ Liability Insurance Law. 

9:30 a.m. to 10:30 a.m.—(Grand Ball Room, 
Roosevelt Hotel). FIDELITY AND SURETY 
INSURANCE LAW, Alexander M. 
chairman, Washington, D. C.; Cumulative Lia- 
bility Under Surety Bonds, E. Vernon Roth, 
New York City; Problems of Bid Surety Refus- 
ing to Write Performance Bond, Fred G. 
Stickel, Jr., Newark, N. J. 

10:30 a.m. to 11:30 a.m.—FIRE INSURANCE 
LAW, Ambrose B. Kelly, chairman, Providence, 
R. I.; The Statutory Fire Policy, Robert A. 
Crichton, Insurance Commissioner of West Vir- 
ginia; Current Status of Fire Insurance Anno- 
tations, M. L. Landis, Van Wert, Ohio. 

11:30 a.m. to 12:00 noon—WORKMEN’S 
COMPENSATION AND EMPLOYERS’ LIA- 
BILITY INSURANCE LAW, L. J. Carey, 
chairman, Detroit; Employers’ Liability for War 
Injuries, John J. Wicker, Jr., Richmond, Va. 

1:30 p.m, to 2:30 p.m.—CASUALTY INSUR 
ANCE LAW, David J. Kadyk, chairman, Chi- 
cago; Manufacturers’ Liability to Consumer, 
Professor Robert Miller, Syracuse University, 
Syracuse, N. Y.; Liability for Explosion Re- 
sulting from Delivery of Fuel to Defective 
Installation, John R. Baylor, Lincoln, Neb 

2.30 p.m. to 3:30 p.m.—COMPULSORY NON- 
OCCUPATIONAL DISABILITY BENEFITS, 
Leslie P. Hemry, chairman, Boston; Committee 
Report on legislative developments during past 
year; Appraisal of New York Disability Bene- 
fits After One Year—Burton A. Zorn, New 
York City; H. Powell Yates, Assistant General 
Counsel, Metropolitan Life Insurance Co., New 
York; Harry G. Waltner, Jr., New York City. 

3:30 p.m. to 4:30 p.m.—MARINE AND IN- 
LAND MARINE INSURANCE LAW, Edward 
G. Dobrin, chairman, Seattle, Wash.; Sundry 
Observations on General Average Including 
the York-Antwerp Rules of 1950, Hugh A. 
Mullins, New York City; The Role of the 
Adjuster in Inland Marine Insurance, William 
M. Mortimer, New York City. 

6:00 p.m.—(Hendrik-Hudson 
tails. Reception. 

7:00 p.m.—(Grand Ball Room). 
ner. 


Secretary, 
Membership, 


Committees on 


Heron, 


Room). Cock- 


Annual Din- 


Wednesday, Sept. 19 


9:30 a.m. to 12:00 Noon—(Grand Ball Room). 
INSURANCE LAW PRACTICE AND PRO- 
CEDURE, Forrest A. Betts, chairman, Los 
Angeles; Panel—“Trial Tactics,” John T. Lough- 
ran, Chief Judge of the Court of Appeals of 
the State of New York, Moderator; Francis X. 
Busch, Chicago; Harry Gair, New York City; 
Theodore Kiendl, New York City; Oscar J. 
Brown, Syracuse, N. Y.; Lon Hocker, Jr., St. 
Louis; Raoul D, Magana, Los Angeles. 


POSTPONES INDUSTRY MEETING 

The industry-wide conference on com- 
pulsory automobile insurance called by 
the Association of Casualty & Surety 
Companies for July 10-11 was postponed 
to July 25-26. 
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Cheek Sees Continued 
Upward Trend in Rates 


ISSUES STATEMENT TO PUBLIC 





Says for First Time All Three Major 
Lines of Casualty Insurance Have Been 
Highly Unprofitable to Carriers 


Insurance Commissioner Waldo C. Cheek 
of North Carolina has issued a statement 
to the public of his state with respect to 
automobile and general liability and work- 
men’s compensation rates, as follows: 

For the past two years North Carolina 
buyers of certain types of insurance poli- 
cies have benefited in no small degree 
reductions put into 
These lines of 





from sizable rate 
effect during this period. 
insurance are principally automobile lia- 
bility (bodily injury and property dam- 
age), automobile physical damage, gen- 
eral liability, workmen’s compensation, 
and a number of fire and allied lines 
classifications. For slightly over two 
years the trend in rates for these lines 
was definitely downward. Now it appears 
that the trend has just as definitely re- 
versed itself and is taking a decided up- 
ward swing. : 

During the past three months’ period, 
automobile liability insurance rates 
(bodily injury and property damage) 
have been increased in approximately 20 
states in amounts ranging from 5% to 
40%. Proposed increases are presently 
under consideration in most of the other 
states. A proposal for increased rates 
has not yet been filed in North Carolina, 
but it is logical to expect that one will 
be presented in the foreseeable future. 
It is a well known fact that underwriting 
results in North Carolina during the past 
18 months have not been favorable. T his 
unfortunate circumstance is shared by 
the 48 states and the District of Colum- 
bia. 

Sustain Underwriting Loss 


Statistical data already on file with the 
North Carolina Insurance Department 
for the calendar year 1950 shows that 
stock insurance companies licensed in 
North Carolina sustained an underwrit- 
ing loss countrywide of es ee! 
$6,866,000 bodily injury and _ $7,104,00( 
property damage. The same group of 
companies sustained an underwriting loss 
during the same period of approximately 
$10,000,000 on general liability lines, other 
than automobile. 

Liability insurance rates, both automo- 
bile and general, are normally made on 
experience data which is two or more 
years old. It is now demonstrated that 
this data does not reflect current condi- 
tions and that more recent data will have 
to be used in future rate-making. Fur- 
ther, it takes an additional year for casu- 
alty companies to realize the changes 
after rates are adjusted. It is now 
poinied out that if prompt action is not 
taken, the important automobile and 
other liability lines will be in for sub- 
stantial losses which may not only 
weaken the companies financially but 
also result in a tightening market and a 
general dissatisfaction on the part of the 
public. 

Automobile and other liability insur- 
ance rates are directly affected by the 
devalued dollar, increasing wage levels, 
higher material costs, substantially 
higher medical costs, excessive court ver- 
dicts, and the generally higher standards 
of living of today. For these reasons it 
is proposed to supplement the normal 
rate-making procedures based upon 
policy year experience by the use of 
current cost factors developed upon the 
basis of up-to-date calendar year experi- 
ence reported by the carriers. 

Rates are now being calculated which 
will apply to 1951 and 1952 business, and 
it is proposed, insofar as possible, to 
take into consideration the most recent 
‘trends brought about by the present 
economy. Supervisory authorities of the 
states share with insurance companies 


and rating organizations the responsi- 
bility of establishing rates which are 


adequate to assure the financial stability 
of the companies which must fully meet 
their obligations to policyholders. 


Compensation Rates Inadequate 


Workmen’s compensation insurance 
rates are presently proving inadequate in 
practically all of the states to meet pay- 
ments which must be made to injured 
employes. Workmen’s compensation 
rates are, therefore, following the same 
trend as liability rates and have recently 
been increased in state after state. 

In bygone years, when one line of 
casualty insurance became unprofitable 
to write, another line has been generally 
profitable and has tended to offset the 
losses incurred by the writing of the un- 
profitable line. For the first time in the 
memory of the present generation of in- 
surance men the three major lines of 
casualty insurance, automobile liability, 
general liability, and workmen’s compen- 
sation, have sustained unexpectedly large 
losses and have been highly unprofitable 
to the carriers. Should this continue un- 
abated a company’s surplus could easily 
be depleted and insolvency result. 

The maintaining of company solvency 
at all times is a primary objective of all 
state supervisory authorities for in this 
way only may the interests of the public 
and the policyholders be safeguarded. 
An insolvent insurance company is in 
many respects comparable to an insol- 
vent bank in that the policyholders stand 
to lose the money which they have in- 
vested for protection. 


Accident Record High 


The accident record on North Carolina 
highways, the number of deaths and the 
number of injuries continue alarmingly 
high. From present indications, it ap- 
pears that the only improvement which 
can be brought about in this state or 
any other state in insurance costs must 
be through a decrease in the number of 
accidents and the number of deaths and 
injuries because of these accidents. 

The North Carolina Insurance Depart- 
ment is painfully aware of the present 


Driver Testing Device 


Available in Minnesota 

Two psycho-physical testing devices 
have been purchased by the Minnesota 
Association of Insurance Agents and 
donated to the state Department of 
Education for use at colleges where 
driving instructors are being trained. 
The devices already have been used at 
the Duluth branch of the University of 
Minnesota and will be shown at the 
main campus at Minneapolis and at 
Hamline University, St. Paul, during 
August. 

They will also be displayed at the 
annual meeting of the association at St. 
Paul, August 30-31, at which time E. 
H. Westwick, field representative of 
the Association of Casualty & Surety 
Companies, plans. to be present. 


Comp. Rates Drop in Ky. 

Workmen’s compensation insurance 
rates in Kentucky have been reduced 
10% by Insurance Commissioner Spald- 
ing Southall. The lower rates are now 
in effect, and Mr. Southall says the re- 
duction will save the policyholders about 
$700,000 a year. The rate fixed has been 
approved by the National Council on 
Compensation Insurance, representing 
the insurance companies. They are based 
on fewer accidents. Mr. Southall says 
that Kentucky employers and employes 
alike deserve ‘commend: ition for continu- 
ing advances made in the field of indus- 
trial safety. These advances made the 
rate cut possible. 





situation and will exercise every measure 
within its power to bring about improve- 
ments and to safeguard the interests of 
the public, both with respect to the cost 
of its insurance and the solvency of the 
companies in which it insures. To permit 
the endangering of a company’s financial 
condition would also endanger the inter- 
ests of its policyholders and the public. 
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Home Indemnity Appoints 
Typermass Asst. Controller 





CARL TYPERMASS 


The Home Indemnity Co. announces 
the appointment of Carl Typermass as 
assistant controller. Mr. Typermass is a 
former Deputy Superintendent of the 
New York State Insurance Department. 
Prior to his present appointment, he has 
been serving the Home Indemnity as 
general manager of its metropolitan de- 
partment with supervision over New 
York City and suburban territories. 

A graduate of New York University 
having majored in accounting, Mr. 
Typermass served several years with a 
life insurance company before joining 
the Insurance Department as a junior 
examiner. He was appointed Deputy Su- 
perintendent in 1945 with supervision of 
the Albany office. He resigned from the 
Department in 1949 to join the Lumber 
Mutual Casualty Co. where he served a 
year before joining the Home. 

Mr. Typermass was the recipient of 
the third annual award of the Pohs In- 
stitute of Insurance for “outstanding 
service in promoting the interests of the 
insurance brokerage profession.” The 
presentation of this award was made by 
the present New York Superintendent of 
Insurance, Alfred J. Bohlinger. 


MARYLAND COMP. RATES’ UP 





Commissioner Approves Increase Due 
to Substantially Increased Benefits 
Allowed Under 1951 Laws 
Increased premiums for workmen’s 
compensation insurance have been ap- 
proved by the Maryland State Insur- 
ance Department as the result of sub- 
stantially increased benefits to injured 


workmen _under the state workmen’s 
compensation law. 
Maryland’s 1951 legislature revised 


workmen’s compensation benefits to al- 
low increases of from 12% to as much 
as 33%. 

The State Insurance Commissioner, as 
a result of these benefit liberalizations, 
authorized insurance companies writing 
this type of coverage to increase rates, 
effective July 1, by 10.3% on all new 
and renewal policies. The Commission- 
er’s order also authorizes a flat increase 
of 10.3% on all outstanding policies ex- 
cept that the increase shall not apply 
to policies the normal expiration date 
of which is prior to August 

Maximum weekly benefits for tem- 
porary total disability under the state 
workmen’s compensation law were in- 
creased by the Maryland Legislature, 
effective June 1, from $28 to $32, up 
$4 a week or 14.3%. Benefits for perma- 
nent partial disability were raised from 
$20 weekly to $25, an increase of $5 
or 25%. Benefits for permanent total 
disability were raised from $7,500 to 
$10,000, an increase of $2,500 or 3314%. 
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Central Surety, Kansas City, Observes 


Twenty-fifth Anniversary This Year 


The Central Surety & Insurance Corp., 
Kansas City, Mo., is celebrating its 25th 
anniversary this year and in commemo- 
ration of the event has issued an inter- 
esting “executive map paperweight. 
The paperweight is silver colored and 
shows a map of the United States in 
black. On the reverse side, there is a 
list of the state capitals and population. 

Actually, many of the company’s older 
avents and stockholders go back further 
than the corporate life of Central Sure- 
ty. The history of the company begins 
with the incorporation of the Kansas 
City Casualty Co. in 1909. Ten years 
later, in 1919, that company was merged 
with and became the agency depart- 
ment of the Employers Indemnity Corp., 
the former management of the Kansas 
City Casualty Co. remaining in charge 
of the agency produced business. 


Organized in 1926 


In 1926, because of conflict between 
the agency and reinsurance operations, 
Central Surety & Insurance Corp. was 
organized by the former management 
of the Kansas City Casualty and their 
friends who bought the agency business 
from the Employers Indemnity Corp., 
that company thereafter changing its 
name to Employers Reinsurance Corp. 

Thus there has been a continuity of 
management principles and of agency 
associations in the history of Central 
Surety over a period of more than 40 
years. The late Dennis Hudson who 
with Ray E. McGinnis, current presi- 
dent of the corporation, and a few of 
their friends were instrumental in start- 
ing the Central Surety. Mr. Hudson had 
been serving as vice president of the 
Kansas City Casualty and of the Em- 
ployers Indemnity Corp. These men 
completed the original financing of the 
companies without any financial charges 
of any nature and it has never had any 
outside financing. 

Indicative of the growth of the com- 
pany is a comparison of the financial 
statements of 1926 and of 1950. At the 
close of 1926 total admitted assets of 
the company were $1,726,836. It wrote 
premiums that year of $600,051, plate 
glass insurance being its leading line. 
Now it is a multiple line company writ- 
ing virtually all lines except life and 
boiler insurance, with net premiums last 
year of $10,841,902 assets of $18,971,719 
and surplus to policyholders of $5,618,642. 


McGinnis Was Claims Attorney 


Senior directing heads of the company 
are President McGinnis and First Vice 
President H. P. Linn. Mr. McGinnis was 
born April 4, 1887 at Nevada, Mo., and 
was educated in the public schools and 
Kansas City School of Law. Before en- 
tering the insurance business he was 
general claims attorney for the Metro- 
politan Street Railway Co. now the 
Kansas City Public Service Co. 

Mr. McGinnis entered the insurance 
business as manager of the claims de- 
partment of the Kansas City Casualty on 
February 1, 1914 and continued in that 
capacity until the merger of that com- 
pany with the Employers Indemnity Co., 
now the Employers Reinsurance Corp., 
in 1919. He was assistant secretary of 
the Employers Indemnity up until the 
organization of Central Surety on July 
1, 1926. Upon its organization, Mr. Mc- 
Ginnis was elected vice president of the 
company. He became first vice president 
in 1929 and president in July, 1938. He 
is also president of the Central Surety 
Fire Corp. formed under sponsorship of 
the Central Surety, which commenced 
business September 15, 1936. 


Linn an Indianian 


Mr. Linn, who also serves as first vice 
president of the Central Surety Fire, 
was born September 9, 1948, in Craw- 
fordville, Ind., and was educated at In- 
diana public schools. From 1920 to 1926 
he was associated with the National 











RAY E. McGINNIS 


Surety Corp. in Kentucky, Indiana and 
Florida. From 1926 to 1930 he was south- 
ern manager at Atlanta for the Southern 
Surety Co. From 1930 to 1932 he was 
manager of the Chicago branch of the 
Southern Surety and the Home Indem- 
nity Co. 

Mr. Linn joined the Central Surety 
in 1932 as manager of the bond depart- 
ment and as vice president and direc- 
tor of the company. He was elected 
first vice president in July, 1938. Mr. 
Linn is a Mason, Shriner and member 
of the American Legion. 


CELEBRATE ANNIVERSARIES 


Ellis, Conly and Brown Obesrve 25 Years 
of Service With Aetna Life Affili- 
ated Cos. This Month 

Three Hartford men celebrated 25th 
anniversaries with the Aetna Life Affili- 
ated Cos. July 6. 

They are: William W. Ellis, field su- 
pervisor of the Aetna Casualty & Surety 
Company; Robert W. Conly, manager of 
the company’s Hartford office; and Rob- 
ert E. Brown, Jr., assistant manager of 
the advertising and publicity department 
of the Aetna Life Affiliated Cos. 

Mr. Ellis, a graduate of Princeton Uni- 

versity, joined the Aetna as special agent 
at Philadelphia. He was transferred to 
the home office in 1934 as an instructor 
in the casualty and surety sales course, 
and later was promoted to field super- 
visor. 
_A graduate of Massachusetts Institute 
of Technology, Mr. Conly was manager 
of the company’s Albany office before 
coming to Hartford in 1946. He is a 
member of the Casualty & Surety Club 
of Connecticut. 

Mr. Brown, who attended the United 
States Naval Academy, was in charge of 
the Aetna’s service office at Charlotte, 
N. C., before coming to the home office 
in 1931. He is a past president of the 
Insurance Advertising Conference and 
the Aetna Life Men’s Club. 





ACCOUNTING RULES AMENDED 





Bohlinger Issues Notice of Changes in 
Instructions, Effective Jan. 1; Refer- 
ences Must Be Made to Conform 

Insurance Superintendent Alfred J. 
Bohlinger of New York has issued a no- 
tice to all fire and marine and casualty 
and surety insurers authorized to do 
business in the state, presenting amend- 
ments to the uniform accounting instruc- 








tions which will become effective as of 
January 1, 1952. Changes follow: 

1. Delete the operating expense classi- 

cation, “pensions.” 

2. Amend the operating classification, 
“employe relations and welfare.” 

3. Establish a new operating classifi- 
cation “insurance.” 

4. Change references and cross refer- 
ences relating to such operating expense 
classification where necessary. 

Superintendent Bohlinger asks that all 


copies of instructions be changed to con- 
form to these changes and says that all 
pertinent references and cross references 
throughout the instructions must also be 
corrected. He says that particular care 
should be exercised to delete “cost of 
insurance on automobiles” from travel 
and travel items, public liability insur- 
ance from premiums from rent and rent 
items and premiums for insurance on of- 
fice contents from equipment. 


Treasury Department Issues List 


Of Acceptable Surety Companies 


The United States Treasury Depart- 
ment has issued its new list of accepta- 
ble surety companies, with underwriting 
limitations—net limit on any one risk. 
The amounts accredited have changed 
materially from last year’s list, with the 
Home Insurance Co. the leader with 
authorization of $13,825,000. 

Topping the $6,000,000 mark are, in 
the order named, the United States Fi- 
delity & Guaranty Co., Phoenix Insur- 
ance Co. and Hartford Accident & In- 
demnity Co. Next comes the Aetna 
Casualty & Surety Co., with above $5,- 


Of the companies approved for rein- 
surance only, the Insurance Co. of North 
America again heads the list, as in for- 
mer vears, with authorization of $19,- 
431,000. 

Following is the list of approved sure- 
ties and their underwriting limitations, 
listed by states: 


Net Limit 
on any 
one risk 
CALIFORNIA— 

Associated Indemnity Corp........... $ 842,000 
Fireman’s Fund Indemnity Co........ 1,480,000 
Founders’ Insurance Co.............. 281,000 
National Auto, & Casualty Ins. Co.... 241,000 
Pacific Employers Insurance Co...... 381,000 
PACS SMOMNE CO cos ccc ccccssee 1,207,000 
est American Insurance Co........ 149,000 
Western National Insurance Co...... 336,000 

CONNECTICUT— 
Aetna Casualty & Surety Co......... 5,188,000 
Aetna Insurance Co............00005 4,215,000 
Century Indemnity Co............... 888,000 
Connecticut Fire Insurance Co....... 2,200,000 
Connecticut Indemnity Co............ 492,000 


Hartford Accident & Indemnity Co... 6,554,000 





Mechanics & Traders Insurance Co... 514,000 

National Fire Insurance 3,384,000 

Phoenix Insurance Co...... 6,785,000 

Security Insurance Co. of 947,000 

Travelers Indemnity Co.............. 3,200,000 

World Fire & Marine Insurance Co... 574,000 
DELAWARE— 

Saint Paul-Mercury Indemnity Co.... 1,261,000 
GEORGIA— 

General Casualty & Surety Co........ 35,000 
ILLINOIS— 

American Motorists Insurance Co..... 400,000 

Continental Casualty Co...... Mow aes 3,226,000 

Lumbermens Mutual Casualty Co..... 1,600,000 

Transportation Insurance Co......... 240,000 
INDIANA— 

American States Insurance Co....... 381,000 
IOwWA— 

Employers Mutual Casualty Co....... 520,000 

Farmers Elevator Mutual Casualty Co. 42,000 

Hawkeye-Security Insurance Co...... 174,000 
KANSAS— 

Kansas Bankers Surety Co........... 66,000 

Western Casualty & Surety Co....... 467,000 
MAINE— 

Maine Bonding & Casualty Co....... 87,000 
MARYLAND— 

American Bonding Co............... 272,000 

Fidelity & Deposit Co.............0. 2,533,000 

Maryland Casualty Co............... 3,237,000 


United States Fidelity & Guaranty Co. 6,795,000 
MASSACHUSETTS— 













American Employers’ Insurance Co... 1,002,000 
American Mutual Liability Ins. Co... 1,867,000 
Boston Insurance Co.......... .. 2,480,000 
Employers’ Fire Insurance Co. -- 569,000 
Liberty Mutual Insurance Co......... 4,273,000 
Massachusetts Bonding & Ins. Co.... 1,572,000 
New England Insurance Co... 691,000 
Old Colony Insurance Co........ «+ 1,023,000 
Springfield Fire & Marine Ins. Co.... 3,163,000 
MICHIGAN— 
Auto-Owners Insurance Co........... 591,000 
National Casualty Co.............+6. 550,000 
Standard Accident Insurance Co...... 2,227,000 
MINNESOTA— 
Amchion: Came C0... is. 5 Coc ve odes 266,000 
MISSOURI— 


American Automobile Insurance Co... 


2,211,000 
Central Surety & Insurance Corp..... 567,000 


Employers Reinsurance Corp......... 1,277,000 
Kansas City Fire & Marine Ins. Co. 199,000 
A Ie Tae 137,000 
_ NEW HAMPSHIRE— 

Granite State Fire Insurance Co...... 316,000 
National Grange Mutual Liability Co 282,000 
New Hampshire Fire Insurance Co... 1,042,000 
Peerless Casnalty Cov... 05... 63::.. 402,000 
_NEW JERSEY— 
Camden Fire Insurance Association.. 988 000 
Commercial Insurance Co. of Newark. 953,000 
International Fidelity Insurance Co... 196,000 
Newark Insurance Co................ 841,000 
— be og 

merican Guar, & Liability Ins, Co. 237 
American Re-Insurance Co. iS hacaeaace 1,683,000 
American Surety Co. of New York.. 2,231,000 
Columbia Casualty Co............... 550,000 
Excess Insurance Co, of America... "000 


Franklin National Ins. Co. of N. Y... 485,000 
General Reinsurance MMe coctcdeas 2,163,000 
lens Falls Indemnity Co............ 1,045,000 
Glens Falls Insurance Co.........._: 2,603,000 
Globe Indemnity Co................. 2,572,000 
Great American Indemnity Co....... 1,638,000 
Home Indemnity Co................. 94 
Home Insurance Co................. 3,825,000 
London & Lancashire Indemnity Co. 377,000 
Merchants Indemnity Corp........... 36,000 
Metropolitan Casualty Insurance Co.. 863,000 
National Surety Corp................ »556,000 
New Amsterdam Casualty Co........ 2,229,000 
New York Casualty Co............. 469,000 


Phoenix Indemnity So............... 470,000 
oyal Indemnity Co..........cccceee 2,733,000 
Seaboard Surety Co................. 782,000 
Standard Insurance Co. of New York. 722,000 
St EMMOONOD COs ved a kceckaccccces 3,000 
Transcontinental Insurance Co....... 483,000 
United National Indemnity Co....... 352,000 
United States Casualty Co........... 869,000 
United States Guarantee Co.......... 2,075,000 
Yorkshire Indemnity Co............. 151,000 
NORTH CAROLINA— 
Carolina Casualty Insurance Co...... 65,000 
OHIO— 
Buckeye Union Casualty Co.......... 328,000 
Ohio Casualty Insurance Co.......... 900,000 
Ohio Farmers Indemnity Co.......... 240,000 
Summit Fidelity & Surety Co......... 38,000 
OKLAHOMA— 
Tri-State Insurance Co..........c000s 101,000 
PENNSYLVANIA— . 
American Casualty Co. of Reading... 801,000 
Eureka Casnalty ‘Co....0...ccceseees 171,000 
Fire Association of Philadelphia..... 2,364,000 
Indemnity Insurance Co. of N. A..... 3,794,000 


Manufacturers’ Casualty Ins. Co..... 711,000 
Nat. Union Fire Ins. Co. of Pittsburgh 1,325,000 


National Union Indemnity Co........ 150,000 

Reliance Insurance Co. of Philadelphia 506,000 
SOUTH DAKOTA— 

WSR EOE Cin cccawccnccevccen 164,000 
TEXAS— 

American General Insurance Co...... 559,000 

American Indemnity Co.............. 270,000 

Commercial Standard Insurance Co... 217,000 

Employers Casualty Co.............. 388,000 

Houston Fire & Casualty Ins. Co.... 215,000 

Texas Indemnity Insurance Co....... 65,000 

Traders & General Insurance Co..... 202,000 

Trinity Universal Insurance Co...... 539,000 
VERMONT— 

American Fidelity Co................ 150,000 
VIRGINIA— 

Virginia Surety Co., Inc........ccse 81,000 
WASHINGTON— 

General Casualty Co. of America.... 601,000 

General Insurance Co. of America... 2,628,000 

Northwest Casualty Co.............. 373,000 

United Pacific Insurance Co.......... 420,000 
WISCONSIN— 

Employers Mutual Liability Ins. Co... 1,644,000 


The eight companies authorized for re- 
insurance only, with process agents ap- 
pointed in the District of Columbia, fol- 
low: 

Accident & Casualty Ins. Co......... $ 271,000 






Car & General Ins. Corp., Ltd....... 197,000 
Employers’ Liability Assur. Corp..... 2,027,000 
Guarantee Co. of North America. 169,000 
Insurance Co. of North America. 19,431,000 
London Guar. & Accident Ins. Co.... 879,000 
Ocean Accident & Guaranty Corp.... 789,000 
Swiss Reinsurance Co.........e0se05 1,161,000 
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Metropolitan Broadens 
Sickness Expense Plan 


EMPLOYER -EMPLOYE GROUPS 


Coverage Takes Up Where the Basic 
Hospital - Surgical Plan 


Leaves Off 
Successful experience over the past 
half years in insuring 


three and a ; 
against hospital and surgical expenses 
has convinced Metropolitan Life that it 
can offer such protection on an even 
broader is for employer - employe 
eroups. It has adopted a new plan 
which takes up where the basic hospital- 
surgical plan leaves off. Although it 1s 
pointed out that the exact specifica- 
tions of the plan may vary to fit the 
needs of a particular group of employes, 
e is already in oper- 


basis 





especially when ther ‘ 
ation a basic hospital-surgical pan, the 
following is a general description ol 
the new Metropolitan coverage: f 

The insurance will be provided for 
maximum limits of from $1,500 up to 
$5,000 over and above the benefits pro- 
vided by the basic plan. 

An aspect of the plan is that the 
employe shares in the risk by assuming 
a portion of the expense. The insured 
meets the first $100 of the expense in 
excess of the benefits provided by the 
basic hospital - surgical plan—similar to 
the familiar “$100 deductible” in auto- 
mobile collision insurance—and also as- 
sumes 25% of the further expense. This 
sharing by the employe in the expense 
of his own hospital, surgical, and medi- 
cal care, it is noted, serves a neces- 
sary purpose in this. type of insurance. 
It provides an incentive for the employe 
to be financially interested in avoiding 
expenditures which would unnecessarily 
increase the cost of the insurance. 

Dependents of the employe may also 
be included under the plan. 

Some Medical Expenses Type Covered 

Some of the types of medical expenses 
covered by this plan: Hospital charges 
for room and board and other hospital 
services, physician’s and surgeon’s fees 
including those for consultants, charges 
of registered nurses, i drugs, 
medicines and appliances, charges tor 
anaesthesia, X-rays and other diagnostic 
services, for X-ray and radium therapy, 
administration of oxygen, blood transfu- 
sions, ambulance costs, and other thera- 
peutic services and supplies. 
Experiences of Metropolitan Employes 

From the Metropolitan’s recent expe- 
rience, the following were cited as ex- 
amples of the type of cases that have 
arisen among its own employes: 

A nurse’s car skidded on a wet pave- 
ment and crashed. She was injured and 
lay near death for days; delicate sur- 
gery was performed; there were weeks 
of hospitalization; the expense totaled 
$3,305. 

A sales representative suffered a cere- 
bral thrombosis. He was_ hospitalized 
for 70 days. Nursing care alone amount- 
ed to over $2,000, and the total expense 
was $3,605. 

A member of the Metropolitan’s actu- 
arial staff spent 47 days in a hospital 
because of a serious operation. In- 
cluded among his costs were charges 
for nursing service, $1,100; room and 
board, $611; surgery, $500; and transfu- 
sions, $194. All in all, his bills came 
to more than $2,800. 

“These three persons might well have 
been years in rovovering from the 
financial burden of these expenses,” 
President Charles G. Taylor, Jr., pointed 
out. “Such cases are not unusual, though 
fortunately not so frequent as to make 
insurance premiums for this type of 
insurance prohibitive. This insurance 
not only relieves the employe of the 
financial burdens of illness but may also 
be a valuable aid to his recovery and 
return to work.” 


costs ot 


ADOPTS NEW A. & H. FORMS 





Union Mutual Life Has New Series of 
Noncancellable Sickness and Accident 
Policies; Benefits Are Increased 

The Union Mutual Life, Portland, 
Maine, has adopted a new series of non- 
cancellable sickness and accident policies, 
Alfred W. Perkins, vice president, sick- 
ness and accident and group depart- 
ments, announces. Present policy provi- 
sions have been substantially liberalized 
and new benefits added at no increase in 
premium rates. These new and increased 
benefits are effective on all policies cur- 
rently in force, as well as on new poli- 
cies written, and will apply to all claims 
incurred on and after July Ist. 

A waiver of premium clause, retroac- 
tive to all premiums due in the period 
of disability if it continues for 90 days, 
has been added to all policies, including 
the previous forms now in force. 

The following are some of the other 
features of the new policies: 

The Pioneer Accident Policy is guar- 
anteed renewable to age 70, and in the 
event of disablement after 65 half bene- 
fits will be paid. A two-year incontest- 
able clause has been added, so that all 
Union Mutual Non-Can_ policies now 








contain it. This policy may provide 
either 12 or 24 months sickness coverage 
and has abolished two former restric- 
tions of the Yankee form, now discon- 
tinued; the 15-day waiting period for 
sickness provisions to begin after issue 
of the policy, and the one-year waiting 
period for cancer, tuberculosis and in- 
sanity. Accidental death benefits, for- 
merly required in the old form, are op- 
tional by rider. 

The new Independence form adds the 
waiver of premium provision and deletes 
its former average earnings clause. 

New non-can coverages available by 
rider are as follows: Accident expense 
coverage offers blanket medical reim- 
bursement up to $500 on all Non-Can 
policies; travel accident coverage doubles 
the monthly indemnity up to $200 for the 
first three months if injury occurs while 
riding in an automobile or public con- 
veyance. Daily hospital benefits up to 
$12 a day can be obtained and a $300 
surgical schedule is also available. 

The new Pioneer Policy may be writ- 
ten non-medically up to and including 
$200 monthly income, with the company 
reserving the right to require medical 
examination on any applicant. 


PROTEST COMMISSION CUT 

Three domestic California companies 
writing workmen’s compensation. insur- 
ance have received a letter from Cali- 
fornia Association of Insurance Agents, 
protesting a compensation commission 
reduction made by these carriers. 











Repetition makes reputation. The 
continuing prompt loss settle- 
ments and underwriting and field 
service of the General Accident 
and Potomac have built a repu- 


tation that is unexcelled. 











Companion Life Now 
In the A. & H. Field 


HAS FOUR BASIC POLICIES 








N. Y. Subsidiary of Mutual of Omaha to 
Issue Coverage in Combination With 
Life Ins.; Martineau Gives Details 





The Companion Life of New York, a 
wholly owned subsidiary of the Mutual 
Benefit Health & Accident of Omaha, 
entered the accident and health field on 
July 2 with the introduction of four 
basic policies which will be issued in 
combination with life insurance. Walter 
F. Martineau, executive vice president 
of the company, gives the following 
details as to these policies and the 
benefits extended under them. He says: 

“Our new accident and health policy 
forms provide for first day coverage as 
well as lifetime coverage. Full monthly 
benefits are paid for accident or sick- 
ness, starting before attained age 60 
and with benefits being cut 50% of the 
monthly benefit if disability starts after 
age 60. Non-confining sickness and ac- 
cident benefits are provided for in vary- 
ing amounts according to policy form. 
These forms also include hospital bene- 


fits plus additional benefits paid for 
miscellaneous hospital expenses. 
Policy for Housewives Only 
“A policy has been designed for 


housewives only and provides accident 
and sickness benefits from the first day. 
On the accident portion of this policy 
benefits may be payable for life pro- 
viding total loss of time is suffered. On 
the sickness portion, the total sick ben- 
efits provide that the monthly benefit is 
payable for a period of 24 months for 
any one sickness. Hospitalization insur- 
ance is also included for housewives in 
this policy, but if a claim for hospital 
benefits is not made, the insured has 
the option, providing a registered nurse 
is in attendance, to 50% of the monthly 
benefits per month for the period of 
hospitalization. However, this must not 
exceed three months for any one sick- 
ness or accident.” 


APPOINTS QUINNELL CASHIER 





Continental Assurance Transfers Him to 
Eastern Department to Succeed Lally, 
Now With Newark Agency 

Bert Quinnell has been appointed cash- 
ier, eastern department, Continental As- 
surance Co. Mr. Quinnell has been on 
the home office staff of the company for 
15 years. 

He started his insurance career in 1925 
with the Springfield Fire & Marine In- 
surance Co. A few years later, he 
became interested in life and accident 
and health coverages and associated him- 
self with R. W. Hyman & Company, 
general agency in Chicago. The consoli- 
dation of this agency with the Chicago 
branch office of Continental Assurance 
Co. placed him in the capacity of cashier. 

In the last World War, as major, 
Mr. Quinnell served the United States 
in many active major battles, including 
Normandy D-Day and the Battle of the 
Bulge. Returning to the Continental in 
1945, Mr. Quinnell was made manager of 
the premium accounts division. 

Frank Lally, who until July served as 
cashier for the eastern department, 
joined one of Continental’s largest agen- 
cies in the same capacity, the Philip C. 
Belber Agency, Newark, N. J. 


Smith A. & H. Sales Head 
Of Reserve Life of Dallas 


Holly Smith of San Francisco has 
been made sales director of the health 
and accident division of the Reserve Life 
Insurance Co., Dallas, Tex., and Robert 
Herz, of Chicago has been appointed new 
director of public information for the 
company. Mr. Smith, has been associ- 
ated with the company’s offices in Vir- 
ginia, Washington, D. C. and San Fran- 
cisco. Mr. Herz was brought to the 
home office from the Chicago branch. 
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Combined Insurance Co. 
Promotes Jack Olson 




























JACK OLSON 


Jack Olson, formerly manager of the: 
disability department of the Combined 
Insurance Co. of America, Chicago, has 
been promoted to the position of assis- 
tant vice president in charge of agen- 
cies of the disability department: 

Mr. Olson received his early educa- 
tion in Chicago schools, joining the 
Combined in 1940 as an office boy. He 
was soon made manager of the mail 

: room and then joined the records de- 
' partment. When the manager of that 
department left to join the armed 
forces, Mr. Olson took charge of the 
department until he left for the service 
himself. He served with the Navy dur- 
ing World War II, and during that 
time attended Texas A. M. College 
and the Massachusetts Institute of 
Technology in special training with the 
Navy Radiation Laboratories, testing 
and perfecting aircraft-radar equipment. 
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Observes 25th Anniversary 








Moffet Studio 

FRANK V. CLIFF 
Frank V. Cliff, president of the Fed- 
eral Life & Casualty Co., Detroit, re- 
cently celebrated his 25th anniversary 
with the company, when the home 
office staff entertained him at a dinner 
and presented him with a number of 
gifts. The son of V. D. Cliff, founder 
of the company, F. V. Cliff was made 
president in February, 1947, when his 
father became board chairman. 





He also served in the Pacific theatre 
of operations aboard the USS Bunker 
Hill. 

Returning to the company in Janu- 
ary, 1946, Mr. Olson joined the under- 
writing department, of which he soon 
was placed in charge. He became man- 
ager of the newly formed disability de- 
partment of the company in February, 
1947. 


In commenting on Mr. Olson’s pro- 
motion, President W. Clement Stone 
of the Combined Group said: “Jack 
Olson richly deserves this opportunity 
to prove the valuable experience he has 
acquired since joining the Combined 
organization.” 


DEPENDABLE 


in an emergency, the helicopter pilot 
gives men a lift when they need it 
brings to the scene the unique 


most... 


skill and equipment of the specialist. 


Pennsylvania L. H. & A. 


Assumes Block of Business 


The Pennsylvania Life, Health & Ac- 
cident Insurance Co., Philadelphia, has 
assumed a _ $500,000 ‘block of accident 
and health business from the All Ameri- 
can Assurance Co. of Lafayette, La., it 
has been announced by C. Alvin Ka- 
haner, Pennsylvania Life president. 

The new business is located in 


a Six- 
State territory comprising Louisiana, 
Alabama, Georgia, Tennessee, Texas, 


and Florida. Pennsylvania Life has es- 
tablished new district offices in principal 
cities in these states to service these 
new policyowners. 





Like F&D, 
he SPECIALIZES 


Standard Appoints Two 

Charles E. Bachman has been ap- 
pointed claim representative at the New 
York branch of Standard Accident In- 
surance Co. and its affiliate, the Planet 
Insurance Co. James M. Murphy has 
been appointed safety engineer at the 
New England branch. 

Mr. Bachman began his insurance 
career as a claim adjuster for Utica Mu- 
tual in 1947. He joined Standard early 
this year and has been serving in the 


home office claim department as an ex- 
aminer until his present appointment. 
3efore joining Standard Accident, Mr. 
Murphy served in the U. S. Navy and 


studied industrial engineering. 

























Ertective, on-the-spot assistance in closing sales is readily 
available to the insurance producer representing F«D. 


A call to the nearest FD field office will bring to the scene 
a bonding specialist, equipped to handle every variety 

of bonding proposition — experienced in translating 
opportunities into commissions for the agent. 


To over 9,000 representatives of F «D— bonding specialists 
for 61 years — this unusual sales cooperation means 

that they can meet their customers’ bonding needs with 
professional competence, no matter how limited 


their own surety experience may be. 


Other insurance producers interested in broadening 
their services and increasing their income will 
find Fa D’s specialized facilities worth investigating. 
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A comprehensive study of the nation’s 
voluntary health insurance plans—Blue 
Cross, Blue Shield, miscellaneous inde- 
pendent plans and insurance company 
plans—was recently submitted to the 
sponsoring U. S. Senate subcommittee. 

Heading up the Senate subcommit- 
tee’s study was Dr. Dean A. Clark, 
general director of Massachusetts Gen- 
eral Hospital who served as consulting 
director, assisted by Morris Pike, sec- 
ond vice president, John Hancock Mu- 
tual Life Insurance Co., as assistant 
director. Melvin Sneed and William 
Reidy, permanent members of the Sen- 
ate subcommittee, also worked on the 
survey. 

Prior to submission of the report, a 
special committee on health insurance 
statistics had submitted a report to Dr. 
Clark, on the accident and health and 
life insurance companies’ participation 
in the studv. This report, headed by 
John H. Miller, vice president and actu- 
ary, Monarch Life Insurance Co., was 
submitted on behalf of the American 
Life Convention, American Mutual Al- 
liance, Association of Casualty & Suretv 
Companies, Bureau of Accident & 
Health Underwriters, Health & Acci- 
dent Underwriters Conference, Life In- 
surance Association of America and the 
Life Insurers Conference. This study 
was one of the bases of the final report. 

The group’s study, made over the past 
10 months, revealed that every other 
American is covered by some type of 
health insurance. Hospital insurance 
alone is held by 23 million people. 31 
million have coverage against both hos- 
pital and surgical expenses ,another 17 
million have hospital, surgical and limit- 
ed medical insurance, and the final 4 
million persons have so-called compre- 
hensive medical- -care insurance, including 
hospital, surgical and relatively complete 
medical insurance. In 1939, fewer than 
6 million persons had some protection 
against the costs of hospital care, as 
contrasted with today’s 75 million. 

“Voluntary plans must continue their 
efforts to reach even larger segments of 
the population,” Mr. Pike pointed out. 
“We must continue our efforts to sell 
the additional lines—surgical and medi- 
cal—to supplement hospital benefits. And 
we must sell higher dollar limits of 
coverage than those that are now on 
the books, especially in the case of 
older policies that have not yet been re- 
vised to meet current costs.” 


Should Serve Government 


The Hancock officer stressed the value 
of lay experts’ lending their services to 
the Federal Government. “There is a 
place and an opportunity for men with 
experience in technical fields to serve 
the public and to clear up doubts and 
misunderstandings that some persons in 
W ashington may hold with respect to 
the operations of business corporations, 





American Surety Promotes 


Ferren at Philadelphia 

Jackson Ferren has been made assist- 
ant manager of the Philadelphia branch 
office of the American Surety Group. 
Joining that office on June 1, 1927, he 
has held the positions of special agent, 
underwriter and superintendent of sure- 
ty bonds. 

Mr. Ferren, a graduate of Camden 
School, attended Philadelphia Evening 
School, Temple University, South Jersey 
Law School and completed the Ameri- 
can Surety Company’s training course in 
casualty insurance. Active in civic af- 
fairs, Mr. Ferren was reelected to a 
three-year term as a member of the 
Board of Education of the Borough of 
Palmyra, N. J., in February, 1951. He 
is president of the local baseball league 
and trustee for the local American 
Legion Post. 


including 
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The report on voluntary health insur- 


insurance 


Senators Laud Health Plans Survey; 


Insurance Organizations Participated 


companies,” 
Pike declared. He was frequently called 
on to explain the difference between mu- 
tual and stock companies, the distinction 
between pure premium and gross pre- 
mium, the effect of dividends and rate 
reductions, and the principle of co-insur- 





ance plans, which was sponsored by the 
Senate subcommittee on health of the 
Committee on Labor and Public Welfare, 
has received wide publicity. 

Senator H. Alexander Smith (N.J.), 
ranking Republican member of the com- 
mittee, wrote to Mr. Pike, “In my judg- 
ment, this report will serve as a land- 
mark in the study of this complex and 
important question (health insurance).” 
Chairman Herbert H. Lehman (D-N. Y.) 
called the report “an outstanding con- 
tribution to our knowledge” of medical 
problems and “the most complete and 
definitive compilation of data” of its 
kind so far available. 








.-- 80 Connecticut General 


1 runs a color ad in HOLIDAY to reach 800,000 


upper-income families — 


2 


provides colorful folders for you to send to 
your own prospects and policyholders — 


provides superior A & H contracts including 
Family Accident Protection Plan, 2-Year in- 
come under health protection, and Daily 
Hospital Benefit for 365 Days. 


Are you selling your clients A&H? 
... if you don’t, someone else will! 


Call your nearest 


C-G Office for 


full details 


CONNECTICUT GENERAL 


LIFE INSURANCE COMPANY 


HARTFORD, CONNECTICUT 








ASSIGNED RISK PLAN CHANGES 








Surcharge on Normal Risks Eliminated 
in Illinois; New Rule Requires De- 
posit With Each Application 
J. Edward Day, Illinois Director of 
Insurance, announces approval of various 
changes in rules for the Illinois automo- 


bile assigned risk plan. 

A surcharge of 15% which all normal 
risks have hertofore been required to 
pay over and above the regular charge 
for insurance coverage has been elimi- 

nated, Mr. Day said. Normal risks are 
defined as those who have not been in- 
volved in automobile accidents, who have 
not been convicted of motor vehicle or 
other law violations and who have not 
been required to file evidence of financial 
responsibility during the three years 
prior to application for assignment. The 
surcharge of 15% will remain in effect 
for other than normal risks. 

Under the revised plan it is no longer 
necessary for an applicant to file letters 
from insurance companies refusing cov- 
erage. Any risk in good faith entitled 
to automobile insurance may apply to 
the plan for a policy of insurance. 

A new rule requires a deposit of $5 
with each application for coverage. This 
deposit is credited against the insurance 
charge if the application is accepted and 
returned if the application is refused. 

The revised plan has been accepted 
and approved by all companies writing 
automobile insurance in I)linois. 


NEW BEST BOOK PUBLISHED 





Eighteenth Annual Edition of Best’s Re- 
productions From Casualty and Surety 
Statements Is Off the Press 

The Alfred M. Best Co., Inc., an- 
nounces that the 18th annual edition of 
Best’s Reproduction of the Principal 
Schedules From Casualty and Surety 
Statements is off the press and ready 
for distribution. This voluminous publi- 
cation includes the complete principal 
schedules from the 1950 annual conven- 
tion statements of 116 insurance com- 
panies which write casualty and surety 
business. 

Premiums earned and losses incurred 
by lines of business transacted are 
shown for the first time. Heretofore, re- 
serves for incurred but not reported 
losses and for loss expense were shown 
separately for all lines except workmen’s 
compensation and liability. The current 
volume shows the allocation of these re- 
serves to each class of business trans- 
acted. 

Schedule P, part 1, shows the alloca- 
tion of case basis loss reserves by policy 
years for automobile liability and liabil- 
ity other than automobile. For a number 
of years the breakdown was not required 
between these two classes of business. 
Schedule P, part 5, likewise indicates the 
development of incurred losses on each 
of these classes of business. 

This annual Best publication was 
launched 18 years ago at the specific re- 
quest, and for the convenience of, casu- 
alty and surety executives. Published in 
a strictly limited edition of only 140 
copies, it is sold at cost—$60 a copy. 


Hartford A. & I. Names 
Amber at Portland, Maine 


The Hartford Accident & Indemnity 
€o. announces the appointment of Eu- 
gene L. Amber, as special agent, to work 
out of the company’s Portland, Maine, 
office. 

A native of Buffalo, Mr. Amber at- 
tended Pittsfield, Mass., schools and sub- 
sequently was graduated from the Berk- 
shire School of Sheffield, Mass., and 
from Cornell University. Joining the 
Hartford in 1948, he served in an under- 
writing capacity with the company’s 
agents’ service department prior to his 
present appointment. During World War 
II Mr. Amber was for four years a 
lieutenant and pilot in the Marine Air 
Arm, serving combat duty in the Cen- 
tral Pacific. 
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Yakkety, Yakkety, Yak 


We are happy to receive word from 
George (The Travelers of Hartford) 
Malcolm Smith, insurance writer, play- 
wright, author, and bon vivant. What 
he has to say may possibly involve the 
United States in diplomatic difficulties 
with our Canadian neighbors, and so, 
not wanting to be embroiled in a pos- 
sible controversy, we publish the lad’s 
words, “as is.” Any similarity between 
any of the characters mentioned herein, 
and living persons, is purely intentional. 
Be it understood that this publication 
assumes no responsibility for the quo- 
tation to follow, and the opinion of the 
writer does not necessarily coincide 
either with the opinion of the editors 
or those, if any, of the column con- 
ductor. There. The stage is set. Bring 
on the startling communique: 

“Merv — Somewhat surprised that 
Charles C. (London Life, Canada) 
Johnson found the word, ‘indefatigue- 
able’ incredible. Fact is, there’s a ship 
in his own navy which boasts the name, 
H.M.S. Indefatigueable. I’ve always been 
amused by the picture of a_ British 
seaman being asked, ‘What’s your ship, 
matey?’ and having the poor lad try 
to answer, ‘The Indefatigueable, Sir.’ 
Perhaps her crew calls her ‘Fats’ for 
short. Pretty word, though, ‘Indefatigue- 
able’-—has a rhythm to it.” 

There, now. Before you know it, we'll 
have the Foreign Ministers of the two 
nations involved with the Commissioner 
of Public Safety in Philadelphia, the 
City Manager of Hartford, or Mayor 
and the Lord Chamberlain of London, 
Canada. Anyhow, let’s hear from Charles, 
who is well geared to defend his stand 
and offer a rebuttable response. And 
don’t forget boys, when I tells yez to 
break, yes will each go into a neutral 


corner. 
* * * 


Having once again attracted a con- 
tract from Prentice-Hall, Inc., to do 
another book, our mornings this sum- 
mer at North Conway, N. H., are once 
more being devoted to this job. The 
manuscript will be ready for the printers 
in the fall if all goes well. 

ee ae 


As we sit in our back porch study 
enjoying cooling breezes and beautiful 
scenery we hate to think of all you 
hard-working readers in your respective 
hot offices in the city. If we could only 
have you all with us, we would either 
be out of our minds or in the hotel 
business. Neither of which we are. At 
least, as far as we know. 

ess 


Too, we will hate not to see the 
Beautiful Rose, the witty soda gal at 
Schrafft’s Maiden Lane, during these 
coming months—for she has become a 
part of the insurance scene. 

* * 


But, it is fun these days to hear the 
North Conway lads telling us why the 
fishing is “off’ and how good it was 
only a week or so ago. And it is fun 
to watch some of the night soft ball 
games, particularly the ones where the 
boys play the girls, bringing out more 
“orn’ery” rooting per head than ever 
you saw in the Yankee Stadium. And 
the swim parties, the picnics, the trips 
to nearby and distant lakes and rivers— 
all of which are mighty easy on the 
nerves, and none of which is hard to 
take. 

eee ee 
_ Can we count on you boys and girls 
in New York and elsewhere around the 





MARY UGLOW IS APPOINTED 

United American Insurance Co. of 
Dallas, Tex., has appointed Mary Uglow 
as superintendent of claims. Miss Uglow 
is a member of the Accident & Health 
Claims & Underwriters Association of 
Texas and the Texas Home Office Life 
Underwriters Association. 





country to send us contributions, jokes, 
wheezes or even observations on the 
local scene? To save unnecessary labor 
on the part of The Eastern Under- 
writer's staff, address your mail to us 
at P.O. Box 482, North Conway, New 
Hampshire. And remember, each gag 
you send to us, adds to our relaxing 
time. Thanks a million. 


—MERVIN L. LANE 


CRAVEY WARNS.ON AUTO LAW 





Says Opportunist Agents Seek to Gather 
Windfall From Georgia’s New Motor 
Vehicle Responsibility Act 

Insurance Commissioner Zack Cravey 
of Georgia has warned Georgians against 
what he called “opportunist insurance 
agents” attempting to gather a windfall 
from the state’s new motor vehicle re- 
sponsibility act. 

fe ommissioner Cravey urged Georgians 

“be sure when you purchase insurance 
if purchase it from responsible agents 

r companies in your communities. 

“My office has been besieged with ap- 


program. 


lications for agents licenses apparently 
for the sole purpose of writing automo- 
bile liability insurance in connection with 
the new act. 

“Companies operating in Georgia have 
been advised that this practice cannot be 
condoned by the State Insurance Depart- 
ment. 

“Many of those seeking agents’ li- 
censes are apparently lacking in insur- 
ance experience and do not intend to 


remain in the insurance business. 

“I am urging insurance companies to 
see that only qualified and experienced 
men are recommended for licenses.” 


Che 
fcadlers~ 


SOUND DEFENSE FOR 


AMERICAN INDUSTRY 


Adequate insurance protection is one of industry’s best 


defenses against costly delays and unexpected hazards. 


Bonds guaranteeing bids, construction and supply 


contracts all play an important part in the defense 


For more than sixty years the United States Guarantee 
Company has specialized in this type of protection, 


both in times of peace and national emergency. 


UNITED STATES GUARANTEE COMPANY 


CHUBB & SON, Managers 
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Multiple Line Underwriting Laws 


Bring New Problems in Their Wake 
By T. Y. Bzams 


Vice President, Royal-Liverpool Insurance Group 


The enactment of multiple line under- 
writing legislation has made it possible 
for fire insurance companies to enter 
the casualty field and vice versa. 

The term contemplates the writing 
by an insurance company of all kinds 
of insurance except life and annuities. 

Will such legislation help to clarify 
and simplify our various insurance 
problems and procedures or will it lead 
to new ambiguities and complexities ? 

Will the legislation prove a real asset 
or a hindrance? 

Legislation Now Prevails 

No matter how we may evaluate the 
legislation, the fact remains that it now 
prevails and it behooves us to make 
every effort to achieve the most desir- 
able results. 

The National Bureau of Casualty Un- 
derwriters recently announced that, ef- 
fective July 1, 1951, it has a mem- 
bership (excluding service subscribers) 
of 107 companies, more than half of 
which wrote fire insurance and, there- 
fore, until the enactment of multiple 
line underwriting legislation, were not 
qualified to write casualty insurance. 

Although the exact number is_ not 
available, a big majority of the compa- 
nies previously writing casualty insur- 
ance are now qualified to write fire as 
well as casualty insurance. 

Maintain Local Organizations 

It will be noted, of course, that al- 
though there is a National Bureau in 
the casualty field there is no such bu- 
reau in the fire field and local rating 
organizations are maintained in the dif- 
ferent states and territories. ‘ 

The enactment of multiple line legis- 
lation in IWew York in 1949 has sub- 
stantially influenced the general situa- 
tion both in and outside of New York. 

A provision in the New York Insur- 
ance Law (generally referred to as the 
“Appleton Rule”) prevents compames 
licensed in the state from writing out- 
side of the state lines of insurance not 
eligible for licensing within the state. 

As the situation now stands, due to 
the enactment of multiple line legisla- 
tion in New York, a company licensed 
to do business in the state may_ write 
both casualty and fire insurance in the 
state and also in other states. 

Required to Form Subsidiaries 
In New York and in other states, be- 


fore the enactment of multiple line 
legislation, insurance companies were 
form subsidiaries if they 


required to 
desired to give complete casualty and 
fire coverage to their policyholders. It 
is no longer necessary for them to do 
so. This leads to a greatly simplified 
corporate structure and reduction in op- 
erating costs. : 

It is expected by many that multiple 
line underwriting will increase the de- 
mand for “package” and “schedule” 
policies. : 

A “package” policy is one which 
combines a group of insurance cover- 
ages as defined therein. : 

A “schedule” policy is one in which 
a group of coverages are defined and 
the insured elects whatever coverages 
he desires, usually indicated in the 
policy by the insertion of a rate or 
premium against each such coverage. 

Select Certain Coverages 

The premium that insured would be 
required to pay for a “package” policy 
might well be too high to appeal to 
those who would find it preferable to 
select certain coverages under a “sched- 
ule” policy. 

Looking at the sicuation from the in- 
surance company’s standpoint, it might 
be noted that there is a tendency un- 
der a “schedule” policy for selection to 
be against the insurance company, 


through the coverage of the more and 
the exclusion from coverage of the less 
hazardous insurance exposures. 

Then, too, in all probability there will 
be a goodly number who would prefer 
to spread the expiration dates of sev- 
eral policies throughout the year in or- 
der to avoid having to pay all or most 
of their insurance premiums at one and 
the same time. 

New Problems Arise 

Many new and varied problems con- 
nected with multiple line underwriting 
are sure to arise in the days ahead. It 
is safe to assume that there will be 
some who will want to move too rapidly 
and without careful thought and analy- 
sis and others who will want to move 
only at a snail’s pace. 

As time passes we will undoubtedly 
approach many problems _ differently 


See niet mae ncacticen. te aetna or eee 





T. Y. BEAMS 


than we must now approach them be- 
cause of prevailing underwriting re- 
quirements, rating organization rules 
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“H'm'm'm... This 
looks good 

for EASY 
COMMISSIONS 
THE WHOLE 





American Casualty’s new TRIP- 
MASTER is the world-wide trip ac- 
cident policy that you can write on 
the spot in your client’s office... 
not once, but two,, three, four or 
more times every year! Written for 
periods of from 3 days to 6 months, 
the TRIPMASTER covers travel and 
all other accidents anywhere on the 
globe. 


There are no cash remittances re- 
ey from agents . . . premiums 
show on your regular monthly state- 
ment. Convenient “jiffy-packet” con- 
tains ten (or twenty) policies, com- 
plete with carbon, necessary copies, 
full instructions and a handy claim 
blank. THIS is the trip accident 
policy that’s designed for volume 
sales—to an unlimited group of pros- 
pects—at TOP commission earnings. 


Write today for specimen 
policy and rates 


OF READING, 








American Carualty Company 
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and regulations. and state and Federal 
laws. 

Radicalism has been defined as “to- 
morrow’s answer to today’s problems.” 
What may be sound under different 
conditions in the future may be very 
unsound and impractical under condi- 
tions previously existing. 

I am sure that as times and conditions 
change, by far the most of us will want 
to move in the right way and at the 
right time. 


MAKES FIELD APPOINTMENTS 





Travelers Announces Several Promotions 
and Appointments in Casualty, Fidel- 
ity and Surety Departments 
The Travelers Insurance Co. an- 
nounces the following appointments in 

casualty and bonding lines: 

Matthew H. Hart has been promoted 
to assistant manager, fidelity and surety 
lines, at the John Street, New York, 
office. 

Marshall H. Kittleston, field super- 
visor, casualty, fidelity and surety lines, 
at Omaha, has been appointed assistant 
manager, same lines and branch. 

James A. Wagner, who has been field 
supervisor fidelity and surety lines at 
Richmond, Va., has been named assist- 
ant manager, same lines, at Pittsburgh. 

John E. Smith, field supervisor, cas- 
ualty, fidelity and surety lines at Jack- 
sonville, Fla, has been promoted to 
assistant manager, same lines, at Jack- 
sonville. : 

The Travelers also announces the 
appointment of the following field super- 
visors: 

Robert R. Olthoff at Detroit; Ray- 
mond M. Larson and George R. West at 
Peoria; Martin J. Cooney, II, at New- 
ark; John C. Gellatly at Omaha: Earle 
W. Minton at Bridgeport, and Edward 
C. Rinck, II, at Los Angeles. 


OKLAHOMA COMPANIES ELECT 


Abright President of Midwestern Insur- 
ance Co. and Coughanour Vice Presi- 
dent of Superior Insurance Co. 

J. H. Abright, vice president of the 
Superior Insurance Co., has been elected 
president of the Midwestern Insurance 
Co. of Oklahoma City, and R. D. 
Coughanour, Jr., who has been agency 
supervisor with the Trinity Universal, 
has been named to succeed Mr. Abright 
with the Superior, according to com- 
panion announcements made by the two 
companies. Both are veteran Texas in- 

surance men. 

Mr. Abright succeeds Dave D. Price 
of Oklahoma City, who has been presi- 
dent of the Midwestern on a temporary 
basis since the resignation of Louis W. 
Hall in February. He has had 36 years 
of experience in the insurance business, 
having started with the Trezevant & 
Cochran general agency at Dallas. 

Mr. Coughanour, who will direct pro- 
duction and agency relations in the com- 
pany’s expansion plan to write fire busi- 
ness along with its casualty lines, spent 
22 years in general agency work before 
joining the Trinity Universal in 1943, 
where he has been handling rate filings 
and devising casualty policy forms. For 
ten years, beginning in 1921, he was a 
partner with his father in the R. D. 
Coughanour & Son general agency and 
then served for 12 years with the Gross 


R. Scruggs & Co., Dallas. 


AFFECTS N. J. MOTORISTS 

Martin J. Ferber, Motor Vehicle 
Commissioner of New _ Jersey, has 
warned New Jersey motorists who drive 
in New York State that the new amend- 
ment to the New York financial re- 
sponsibility law increasing the minimum 
limits for automobile liability insurance 
is applicable to them. The amendment 
became effective July 1. 


COLBORNE JOINS OHIO AGENCY 

Fred G. Colborne, for the last five 
years manager of the Columbus, O., 
office of Home Indemnity Co., has re- 
signed to become vice president of the 
Sheehan Insurance agency there. Mr. 
Colborne has been in the casualty busi- 
ness 25 years. He was with the Ameri- 
can Indemnity Co. five years before 
joining the Home in Columbus. 
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a Total Admitted Liabilities Surplus to 
ate Companies Capital Assets (except capital) Policyholders 
csi Firemen's Insurance Company of Newark, N. J. $12,625,000. $103,339,366. $59,095,773. $44,243,593. 
Organized 1855 
SCT 
: The Girard Fire & Marine Insurance Company 1,000,000. 10,147,710. 6,856,269. 3,291,441. 
sur- Organized 1853 
>S1- 
National-Ben Franklin Fire Insurance Company 1,000,000. 9,795,730. 6,388,425. 3,407,305. 
te : Organized 1866 
Cre<¢ 2 
ince Milwaukee Insurance Company of Milwaukee, Wis. 2,000,000. 26,621,995. 17,269,325. 9,352,670. 
D. 5 Organized 1852 
nec . 
mek § ; The Metropolitan Casualty Insurance Co. of N. Y. 1,500,000. 34,858,112. 26,225,057. 8,633,056. 
ight 3 Organized 1874 
vl Commercial Casualty Insurance Company 1,000,000. 39,807,677. 30,226,458. 9,581,219. 
in- Organized 1909 j 
rice Royal General Insurance Company of Canada 100,000. 425,986. 24,127. 401,861. 
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....and has been for the Royal 
Insurance Company, Ltd. since 1877 when it 
installed what is believed to be the first tele- 
phone in the insurance district of New York 
City. Even in those early days the “Royal” 
was “on its toes” in recognizing and utilizing 
new methods to improve its services to its 
representatives and insureds. 

Just as with the telephone, the 
Royal Insurance Company, Ltd.—which this 
year is celebrating its 100th year in the United 
States—has demonstrated the practicability of 
many changes and innovations which have 
helped and are helping to smoothly gear the 
insurance business to modern methods and 


progressive development. 
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